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aA Memo for life insurance, and to quicken their 
1932 endeavor to the pitch needed for 
creditable success in 1932. Their 
résources include a thorough edu- 
“{ Life insurance commands cational groundwork in life insur- 
today a higher measure of pub- ance and selling—a wide variety of 
lic esteem and confidence than li ate On sonia age ct 
: ce : POHCY 12 s ) pS very Ss : 
tt ——, ,— it has ever before enjoyed. It PORT % Aas ‘ . ; : 
is universally recognized as the ance need of men, women, and chil- 
financial program whose de dren—a closely scheduled calendar 
pendability 1S beyond compari f stimulating activities to inspire 
son with any other form of in- 
vestment. But—{ the sale oi 
life insurance will be accom 
plished in satisfactory volume company with an enviable reputa- 
this year only by more sus- tion for service an unusually 
tained and wisely planned ef 
forts than underwriters have 

ever been wont to employ.” 











their most profitable efforts—the 
prestige of a sound, well established 


warm and responsive spirit of co- 
operation between home office and 
field 

Agents of the Peoria Life ar Peoria Life agents are equipped 
well situated to take advantage to meet both the opportunities and 
the favorable public attitude toward the problems which 1932 presents 
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THIRTY-SECOND ANNUAL FINANCIAL STATEMENT 


YEAR ENDING DECEMBER 31, 1931 











ASSETS LIABILITIES 

"Ronde OWES oc snc eccessass $13,477,338.08 Legal Reserve, Life Insurance 
(Principally Government, State, County, and Policies Se ea, ee aneey Sege $20,675,261.98 
Municipal Bonds) (American Experience 344%, Standard and 

Sub-Standard 34%) 

*Gencks Owned ...........i.. 99,393.50 Reserve, Disability Policies. ... 155,898.68 
(Nashville & Decatur R. R. on which there Contingent Reserve en eee ee 2,219,249.00 
are no bonds. Principal and interest guaran- (Special reserve on noncancellable Disabiltiy 
teed by L. & N. R. R.) Policies no longer issued).............000 

Reserve for Epidemics......... 1,000,000.00 

Real Estate Loans, First Mort- (To cover excess Mortality or Disability by 

aces 13 538 344 46 reason of general epidemics) 
.-nanighe: 3 eas eat ee aS; See ee Investment Fluctuation Fund. . 500,000.00 
Vann based on 50% or less of Property (Special ~~ to cover any er ri 
preciation Or tosses on securities 
Gross Premiums Paid in Ad- 

Cash in Banks and Offices...... 604,996.78 Se ila ee 290,146.66 

SESE ee ee Taxes Accrued, But Not Due... 311,342.86 
(Payable in 1932 on 1931 Business) 
Real Estate Owned........... 1,468,794.52 Due to Agents on Bond De- 
(Mainly Home Office Building) ins canes ber Rees 375,934.15 
P Viev Cl Savings Pp f P 
Loewe om TS Gis ook si aes 39,850.00 olicy Ulaims in Frocess of Fay- 
ment and Adjustment. . ee 232,562.36 
Net Unpaid and Deferred Pre- og 122,208.96 
\ RING apt PH kOe 869,106.92 a ; 
miume Liabilities Other Than Capital 
; a $25,882,604.65 
sta Aa 1 lets 1,463,515.10 Capital and Surplus ...... 6,300,975.32 
(Margin of Safety to Policyholders over all 
Interest Due and Accrued...... 622,240.61 ae 
TOTAL ASSETS .......... $32,183,579.97 TOTAL LIABILITIES . . . .$32,183,579.97 
*Values fixed by the National Association of Insurance Commissioners. 

ES Nk aS Ser oy renin eeinbied Cae ak $ 6,418,063.09 

TOTAL CLAIMS PAID 32 YEARS ENDING DECEMBER 31, 1931.................... 84,293,715.46 

TOTAL LIFE INSURANCE IN FORCE DECEMBER 31, 1931......................... 321,542,806.00 

INCREASE IN 1931 OF LIFE INSURANCE IN FORCE............................... 6,538 269.00 
‘*‘WE SHIELD MILLIONS’’ 
C. A. CRAIG, Chairman of the Board W. R. WILLS, President 
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Fiduciary Pledge 
Is Emphasized 


Company Management Should 
Reorganize This Very Im- 
portant Relationship 


SQUARE DEAL IS NEEDED 


Superintendent Van Schaick of New 
York Outlines Department Policy 
at Pittsburgh Banquet 
Van Schaick of the 
York insurance department spoke 


Superintendent 
New 
before the Pittsburgh Insurance Club at 
its annual banquet this week and said 
that the public, companies, agents, bro- 
kers, all have rights. 
does not and should not 


tice 


Justice to one class 
involve injus- 


to another. Insurance supervision, 
he declared, calls for the application of 
the doctrine the The 
failure of an insurance 


serted, 


of square deal. 
he 
may be a greater tragedy than 
the failure of a bank. It is to the inter- 
est of everybody, he declared, that a 
company succeed. It provides work for 
its employes, investment for stockhold- 
ers and public service for policyholders. 
Supervision, he declared, should demand 
freedom from speculation which might 
jeopardize the solvency of a company. 
It is necessary to bring companies back 
to the fiduciary conception of their re- 
lationship to their policyholders. 


company, as- 


Life Insurance Is Preeminent 


All through the present economic de- 
pression, he said, life insurance has oc- 
cupied a firm and preeminent position 
as a stable investment. The recognition 
of the fiduciary relationship and the 
consequent drastic limitation of action 
are generally accepted as wise and de- 
sirable legislation. The Armstrong laws 
in New York, he said, have proved to 
have been for the mutual benefit of all. 

Speaking further he said: “The pro- 
tection of policyholders requires respon- 
sible management. The tendency is 
never to interfere with a company un- 
less the interference is imperative from 
the standpoint of public interest. Self 
government is better than regulation im- 
posed from a superior power. Yet if 
self government fails the alternative is 
plain. Compulsion is inevitable if per- 
suasion fails. 


Trustworthiness of Agents 


“One of the most important powers 
in the hands of a supervisory official is 
the licensing of agents and brokers. In 
New York the test is as to the compe- 
tency and trustworthiness of the appli- 
cant. Is it not to the interest of the 
agents and brokers as well as companies 
and policyholders that the standard be 
high and that agents and brokers be 
well informed both as to insurance and 
ethical practices? It would seem as 


though the real danger which confronts 
the producers arises from the frequent 
Payment of commissions to those that 





The gathering of Minnesota Mutual 
leaders at the Edgewater Gulf hotel, 
Edgewater Park, Miss., was a one-track 
convention. Practically the entire three 
days’ business sessions were devoted to 
drill in, explanation of and exhortation 
in behalf of the organized sales plan 
and production system which was 
launched enthusiastically and vigorously 
some months ago by H. J. Cummings, 
enthusiastic and vigorous agency vice- 
president. Demonstrations of the plan 
were staged by different agents several 
times; part of the plan was given in Ha- 
waiian, Japanese and East Indian and 
for comic — at the banquet a skit 
prepared by D. Harmer, agency sec- 
retary, was aeaneae in which a lazy 
agent projected various scenes from a 
so-called visualizer with a stereopticon 
and turned on a phonograph record, 
which repeated the sales talk. 

The response to the plan 
prisingly good. There was an absence 
of wiseacres and skeptics. The system 
was praised and seriously discussed in 
the lobbies and rooms. 


was sur- 


Plan Is Explained 


The plan is symbolized by the fig- 
ures 1,000-500-50 and 20-12-10. Those 
figures state an annual and a weekly 
goal. The annual goal is to send into 
the home office of the Minnesota Mu- 
tual 1,000 names to receive a letter from 


President T. A. Phillips, stating that 
the salesman will call; to arrange 500 
appointments and complete 50 sales. 

The weekly goal is to send in 20 
names, to make 12 appointments and 
to make at least ten presentations. 

To demonstrate the effectiveness of 
the system, Mr. Cummings presented 
a chart analyzing the record of 43 men 
working a combined 501 weeks, which 
is equivalent to 10 men working one 


year. This group approached 7,000 peo- 
ple, which was an average of 15% 
names per man per week, whereas the 
company asked for 20 names. There- 
fore the score was 75 percent on num- 
ber of names. Appo.ntments were made 
with 4,198 people, which was 54 percent 
of all the names sent in, whereas the 
company asked for 60 percent. The 
average was 8% appointments per week 
whereas the company asked for 12. The 
presentations totaled 3,208, which means 
that 76 percent of the appointments 


not earn them. Economic 
so widespread that every expense 
which goes to increase the insurance 
cost will henceforth be scrutinized with 
keenest eye. The cutting of cost through 
efficiency will be the watchword during 
the years which lie ahead. Every agent 
and broker should be amply compen- 
sated for what he earns. He should 
insistently help in cutting out the para- 
sites who masquerade under the name 
of agent and broker. The New York 
department is busy trying to weed out 
the incompetent and unfit. The higher 
the plane on which insurance is based 
the better it will be for the insurance 
fraternity. Treating it as a fiduciary re- 
lationship tends to place it on a higher 


do pressure 


is 





plane.” 





‘Minnesota Mutual Holds 
a One-Track Convention 


By LEVERING CARTWRIGHT 


average of 
whereas 


were kept. There 
6 demonstrations 
the company asked 

In brief, there was about percent 
as much exposure as the Minnesota Mu- 
tual asked for. Incidentally whereas 
the company asked for two names out 
of every presentation, the average was 
1.2 names. 


was an 
per week, 
tor ten. 


iv 


Results Are Projected 


Nevertheless 546 cases were written, 
which was 17 percent of the presenta- 
tions made, whereas the company asked 
for 10 percent. There was an average 
of 1.1 case sold per man per week 
whereas the company asked for one 
The average policy written on the pres- 
entation was $4,738. 

Projecting the actual results, if the 
full 1,000 names had been obtained by 
each man, if 600 appointments had been 
made and 500 presentations delivered, 
there would have been 85 cases sold 
per man, which would have meant a 
weekly production of $7,394; yearly pro 
duction of $369,000 and annual income 
of 500. Discounting those hypo 
thetical results 20 percent, there would 
have been a vearly production of $295,- 
000 and yearly income of $4,500, which 
is the goal the Minnesota Mutual has 
for all of its agents. 

What 


That means, 


$5 


Each Name Is Worth 


Mr. Cummings 
cut, that every time a name selected 
to send to the home office, the salesman 
could have earned $4.42 Every ap- 
pointment made is worth $7.39 and 
every presentation worth $8.88. 

Until now, the Minnesota Mutual has 
directed its men to concentrate on pros- 
between the ages of 20 and 35. 
The sales presentation is directed at 
men between those ages and is devised 
to appeal to what its framers regard as 
the central human motive of men in 
that age group—the desire to be some 
body, to hitch their wagon to a star. 
The story designed to fit men of 
those ages with that ambition. Inci- 
dentally the prospect must have a job. 

The program laid out by days. 
Monday and Tuesday must be spent 
getting names to be sent to the home 
office for circularization and that 
must be completed before Tuesday 
ning. Wednesday must be devoted 
making appointments with those cir- 
cularized the week before and 12 ap- 
pointments must be made, preferably 
four for each of the three remaining 
days in the week. 


Presentation Described 


pointed 


18 


is 


pects 


is 


is 


job 
eve- 
to 


The presentation runs something like 


this, accompanied with pictures: Each 
young man believes that he is better 
than anyone else his own age and is 


confident of success. But the facts are 
that few men are successful. Out of 
54 of the hundred men surviving at age 
65, 46 will be dependent, one rich, one 
well to do and five working. A desire 
to be successful is not enough. Steps 
must be taken to obtain the objective. 
It is possible now to know that you 
will be the successful man in 20. The 
(CONTINUED ON PAGE 24) 





Method Sought to 
Check Borrowing 


Executives Concerned Over Size of 
Policy Loan Item in Annual 
Statements 


NO DIMINUTION 


IS SEEN 


One Proposal for Reform Would Limit 
Loan to 50 Percent of the 
Reserve 
all 
far, 


of 
ex 


In connection with practically 
the filed 
expressed concern at the 


annual statements so 
have 
the 


There seems to be 


ecutives 


size of policy loan item in assets. 


diminution in the 
At 
first the chief concern of executives was 
fact that 
presaged surrender and loss of insurance 


no 
demand of policyholders for cash. 


the increased policy loans 
force 


Now, 


worshiped 


in 


insurance in force 


to 


is no longer 
extent that it 
Policy loans disturbing today be- 
cause of the necessity on the part of 
the companies to carry an exceptionally 


the 
are 


was. 


high cash balance and because of the 
danger that securities may have to be 
sacrificed in order to meet cash de- 


mands. Interest earnings are bound to 
affected. 

An indication of the extent of policy 
loans today the weekly investment 
report ofa group of eastern companies, 
which is available to interested persons 
Until about four months ago, that group 
was investing about $30,000,000 a week, 


be 


1s 


but in the last four months the invest- 
ments of the group have dropped to 
about $10,000,000 a week. 
Squeezing Process Continues 
Few executives anticipate a lessening 
in the demand for policy loans. The 
squeezing process of hard times is con 


tinuing and it reaches strata after strata 


of the population. The first to be af- 
fected were the speculators, whose bal- 
loon burst. Progressively people who 
were regarded as intrenclred have be- 
come affected and it is probably true 
that very few persons or corporations 
who are borrowers have escaped the 
pinch in some way or another. Many 


people and corporations are still hold- 
ing on in the hope of working out their 


affairs, but as the depression continues 
their affairs become more _ involved. 
There are many who have not yet 


sought relief from their insurance poli- 


cies, who will do so unless there is a 
general business improvement. 
Ordinary conservation methods and 


attempts to get policy borrowers to re- 
pay their loans have not been ade- 
quately successful. The insurance busi- 
ness is in a mood to introduce penalties 
in the form of higher surrender charges 
or restrictions on the collateral value 
of policies. Some executives feel that 
although after this depression is over, 
the proportion of policy loans in relation 
(CONTINUED ON PAGE 24) 
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Start Detroit Campaign to 
Correct Unethical Practices 


MANAGERS’ CLUB TAKES LEAD 


Cooperates With Better Business 


Bureau to Combat Twisting and 
Other Evils of Business 


DETROIT, Feb. 11.—The Life Mana- 
gers Association of Detroit, cooperating 
with the Detroit Better Business Bureau, 
has launched a campaign to correct cer- 
tain unethical practices that have become 
more or less prevalent in the life field in 
Detroit in recent years, particularly the 
matter of twisting. R. T. Smith, Trav- 
elers, is chairman of the business prac- 
tices committee with L. B. Scheuer, 
Pacific Mutual Life; Lee Gillette, Penn 
Mutual, and R. H. Kerr, State Life of 
Indiana, as his associates. 

The campaign seeks to accomplish two 
specific purposes: (1), the education of 
the public as to what life insurance really 
is and all the legitimate life insurance 
companies have to offer, and (2), the 
elimination of switching, twisting, and 
other unfair competitive practices. 

The treatment of the second problem, 
as the committee points out, requires 
care and finesse. Flaunting the problem 
before the public would create the 
erroneous impression that objectionable 
practices are the general rule, thereby 


raising sales resistance and destroying 
confidence in all dife insurance under- 
writers. 


Got Out Educational Booklet 


The first move in the campaign was to 
prepare a 23-page booklet known as 
“Life Insurance Facts,” 5,000 copies of 
which were struck off at the first print- 
ing, 2,500 of these to be distributed 
among the 35 managers and general 
agents in Detroit who are subscribing 
to the campaign, and the remaining 
2,500 to be distributed to the public by 
the Better Business Bureau. Copies of 
the booklet and an outline of the plan 
are to be sent to every life managers’ 
association and every Better Business 
Bureau in America. 

The booklet, which has been ap- 
proved by Commissioner Livingston and 
given the official sanction of the Michi- 
gan department, is divided into seven 
chapters. The first, entitled “Billions 
for Protection,” is a preamble designed 
to give the reader a comprehensive pic- 
ture of the life insurance industry and 
tells what the industry has done. 

Chapter 2, “The Investment Angle,” 
points out the conservative investment 
of insurance companies and the value of 
life insurance from an investment stand- 
point. Chapter 3, “Forms of Policy,” 
describes all of the more common types 








Agents Pleased 











KNIGHT 


CHARLES B. 


The agency force of the Union Cen- 
tral Life was much gratified over the 
election of Charles B, Knight, general 
manager in New York City, as a direc- 
tor. The Charles B. Knight agency is 
one of the largest life insurance organi- 
zations in the country. It has well over 
$350,000,000 of insurance in force. Mr. 
Knight has been in the business for over 
30 years. He started in life insurance 
in Utica, N. Y. Later he became gen. 
eral agent for the Prudential in Pitts- 

urgh. He was transferred to Philadel- 
phia by that company. Mr. Knight 
became general manager of the Union 
Central in New York Jan. 1, 1914. His 
territory includes Greater New York, 
Westchester county, northern New Jer- 
sey, northern New York and northeast- 
ern Pennsylvania. 








of policies written by standard com- 
panies. Chapter 4, on “Premiums and 
Reserves,” sets forth the methods by 
which premiums and reserves are com- 
puted, while group insurance is discussed 
in chapter five, together with the indus- 
trial form. 

Chapter 6, “What Happens to Insur- 
ance Money?” warns against the perils 
of dissipation of insurance funds by 
beneficiaries and suggests payments in 
the form of a life income or in 
periodic payments distributed over sev- 
eral years, mentioning also the life in- 
surance trust. Chapter 7, entitled 
“Don’t Trade Old Insurance for New,’ 
is directly designed to discourage 





twisting. 


Accident and Health Offers 
Great Field for Life Men 


TOLD AT DETROIT MEETING 


Life Underwriters Guests at Luncheon 
of Accident & Health Managers 
Club—Full Protection Needed 


DETROIT, Feb. 11.—The possibili- 
ties for the life insurance man in writ- 
ing accident and health insurance were 
emphasized at this week’s meeting of 
the Accident & Health Managers Club 
of Detroit. Every club member brought 
with him from one to three life under- 
writers for the purpose of showing them 
the advantage of handling accident and 
health in addition to their regular line. 

J. P. Collins, National Casualty, de- 
clared that no program of protection for 
an individual is complete without in- 
come protection as well as protection 
for the policyholder’s dependents. 

“There is no suggestion of competi- 
tion between life and accident and 
health,” he said. “The two forms of in- 
surance go hand in hand—one completes 
and amplifies the other. The life insur- 
ance peddler of yesterday has given way 
to the insurance counsellor of today, 
and no counsellor can fulfill his obliga- 
tion to his clients without seeing that 
they are fully protected from an acci- 
dent and health standpoint. 


No Better Ice-Breaker 


“By adding accident and health to 
his portfolio, the life underwriter may 
turn many unprofitable calls into cash. 
Often you call on a prospect who tells 
you right away that he has plenty of 
life insurance. You need something to 
break down his resistance, to get under 
his skin. There is no better ice-breaker 
in the business than an accident and 
health approach. 

“Most life companies have either dis- 
continued income disability or have in- 
creased the waiting period or otherwise 
modified it so that it is less valuable to 
the policyholder. Accident and health 
offers a much broader and more attrac- 
tive coverage at rates that compare 
favorably with those for disability. And 
what is more, you collect renewal com- 
missions during the entire life of the 
policy, without limit.” 

N. H. Trumbull, general agent Crown 
Life, suggested that a program be 
worked out by the club for having life 
underwriters handle accident and health 
business through their general agents, 
paying the general agents a commission 
on this business as well as to the un- 
derwriter. The suggestion by Mr. 
Trumbull was referred to the directors 
with instructions to work out a suitable 
plan to present at the March meeting. 
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LIFE COMPANIES ____ 
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STATEMENTS 



























Total 


Gain Prem. Total Benefits 
Total New Bus. Ins. in Force in Ins. Income Income Paid Disburse. 
Assets Capital Surplus 1931 Dec. - 1931 in Force 1931 1931 1931 1931 
By $ $ 3 3 $ 
American Bankers, III. 5,598,358 250,000 205,035 28,614,219 35, 108 660 —236,503 1,061,560 2,205,403 677,402 2,117,466 
American Central ........ 18,530,588 274,000 653,924 44,585,471 227,759,411 -—8,286,504 3,744,292 5,300,450 3,026,044 4,604,003 
Bee GH, Ges sic dctseee 2,915,136 250,000 225,744 8,170,078 30,014,752 1 378.687 736,130 971,276 353,822 881,939 
Bankers Life, Neb........ 41,280,287 500,000 2,607,343 13,364,918 146,039,726 -—316,056 4,047,263 6,193,072 3,096,411 4,498,452 
Berkshire Life, Mass...... CREOREee 8 steencece 2,437,504 27,660,231 233,421,816 2,968,255 6,752,687 10,278,698 6,411,762 8,573,381 
Business Men's Assur., Mo. 8,651,637 500,000 607,411 36,623,793 93,693,250 2,593,037 5,691,254¢ 6,144,659 627,723 65,364,931f 
Columbia Life, O.......... 4,621,137 200,050 224,571 6,178,531 DGGE. <e0secces 521,414 1,153,832 530,418 $28,672 
Country Life, Ill.......... 1,201,160 100,000 189,896 12,914,250 43,768,000 8,516,750 902,469 966,453 166,654 463,047 
Farmers Union Mut., la ek Beery 118,040 2,450,500 13,508,670 42,737 433,394 535,886 157,670 326,653 
General Mut, Life, O...... 199,192 100,000 50,000 638,500 1,101,250 576,500 39,821 57,100 6,560 34,142 
Great American, Tex...... 151,678 100,000 34,781 2,538,109 2,498,107 2,498,107 54,835 145,606 1,000 105,609 
Great Northern Life....... 5,597,207 300,000 261,581 7,999,424 36,553,650 273,847 856,532 2,124,896 281,991 2,031,752 
Great Western, Ia........ 1,045,094 250,000 125,000 4,321,843 18,159,809 424,793 474,047 513,042 89,789 292,301 
Mutual Trust Life........ 30,886,692 = .cncccee 1,695,254 29,673,550 181,175,115 2,483,189 5,902,592 7,822,999 3,870,731 5,732,495 
Natl. Thrift Assur., Neb.. oo: rer 22,879 123,424 378,261 208,801 96,319 99,233 180 50.228 
New York Life.......... 1,890,144, ae ceeecece 119,672,743 673,123,000 7,657,373,158 30,653,383 290,723,091 429,439,769 227,583,935 316,048,222 
North American Reassur.. 13,630,5 1,000,000 1,182,496 37,875,200 196,436,600 —9,724,400 3,355,858 4,346,230 2,253,637 2,981,793 
Old Line Life, Wis........ 17,338, “39 1,000,000 872,085 11,634,199 94,646,331 —2,597,767 2,727,047 3,621,261 1,547,313 2,586,035 
Pan-American Life ....... 28,562,520 1,000,000 1,255,048 32,695,422 187,065,265 —3,517.792 5,994,183 7,863,433 3,773,755 6,508,948 
Phoenix Mutual Life..... 160,163,615 eeceesece 6,561,557 63,381,585 636,865,917 13,298,581 23,770,765 35,604,816 16,739,199 25,749,591 
Protective Life, Ala...... 8,001,668 1,000,000 691,139 11,395,941 65,395,660 —5,618,997 1,505,465 2,027,311 1,308,372 1,981,518 
Santa Fe Natl Life....... 189,997 150,000 36,012 200,000 Se. ‘ceenense 3,026 BB,684.  .ccccece 11,332 
Union Coop., D. C......... 2,262,831 200,000 361,849 25,554,202 108,130,938 18,806,202 2,258,810 2,339,375 772,017 1,223,521 
Union Mutual Life, Me.... 22,333,630 ........ 900,931 6,232,465 79,012,567 —3,207,211 2,470,415 3,748,541 2,731,209 3,564,036 
tIncludes A, & H. Dept. $3,350,597. tIncludes A. & H. Dept., $3,478,509. 





State Law May Exempt Cash 
Values From Bankruptcy Act 


FLORIDA STATUTE IS TESTED 


Federal Court Holds That Life Insur- 
ance May Be Classified Sepa- 
rately by Law 


In holding for the Florida law ex- 
empting cash surrender values of life 
insurance policies from bankruptcy ob- 
ligations in Cooper, trustee vs. Taylor, 
the United States court of appeals in 
New Orleans has given new force to 
the federal statute regulating the same 
thing. It held that Sec. 70 a (5) of the 
federal bankruptcy act, which makes 
the cash surrender value of a life in- 
surance policy an asset of the bank- 
ruptcy estate, subject to the bankrupt’s 
right of redemption, does not apply 
where the cash surrender value of the 
policy is exempt from attachment, 
garnishment, or legal process under a 
state law, since section 6 of the bank- 
ruptcy act recognizes and gives effect 
to the exemptions which the state pre- 


scribes. 


Statute Not Void 


The Florida statute exempting the 
cash surrender of life insurance policies 
from liabiiity to attachment, garnish- 
ment, or legal process, in favor of any 
cv editor of the insured, unless the pol- 
icy was taken out for the benefit of the 
creditor, is net void on the ground that 
it enlarges the exemption provided for 
by the state constitution, since the con- 
stitutional exemption is not exclusive 
or a limitation on legislative power. 

The referee in bankruptcy at Tampa 
and perhaps other places in the state of 
Florida had held that where the right 
to change the beneficiary was retained 
by the assured any values on the policy 
were available for bankruptcy debts. 


May Classify Insurance Separate 


“Cortrolling laws may justly classify 
life insurance for separate and appro- 
priate regulation, as to its acquisition, 
its transfer or assignment, its bene- 
ficiaries, its descent or other disposi- 
tion, and its exemption from the debts 
of the insured,” the court of appeals 
held. “Life insurance in any amount 
may lawfully be purchased by the head 
of a family, payable after his death for 
the benefit of his wife and children, 
which the statute may exempt from the 
claims of subsequent creditors, without 
violating the right of such creditors, 
since the organic provision exempting a 
stated amount of the general personal 
property of the insured is not exclu- 
sive and is not a limitation upon any 
and all statutory exemptions in property 
of any kind or nature The organic ex- 
emption was not intended to apply to 
life insurance acquired and payable as 
in this case, for the reason that such 
insurance is a peculiar species of prop- 
erty payable for the benefit of the 
family after the death of the insured, 
and the proceeds collectible after his 
death are not a part of the personal 
property owned by the head of a family 
as contemplated by article X of the con- 
stitution of 1885.” 


Right to Exempt Cash Value 


Two propositions seem to be an- 
nounced in the decision: (1) That the 
constitutional exemption is not exclu- 
sive or a limitation upon the legislative 
power; (2), that life insurance is per- 
sonal property of such a peculiar nature 
that the constitutional exemption was 
not intended to apply to it. The pub- 
lic policy of exempting such proceeds 
for the benefit of wife and children 
would often be defeated if the cash sur- 
render values were subject to the claims 
of creditors. That would usually be 
the case, it is pointed out, where the 
insured became bankrupt. “So, as a 
means to an end,” the court holds, “the 


legislature had the right to exempt cash 
surrender values.” 
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Plenty With Jobs 
for Agent to See 


If Nation Were 100 Percent Em- 
ployed Producers Wouldn't 
Solicit Everyone 


80 PERCENT AT WORK 


Randall, Phillips, Lacy, Allstrom, Mc- 
Cloud Address Minnesota Mu- 
tual Convention 


Although the convention of the Min- 
nesota Mutual at Edgewater Park, 
Miss., was devoted largely to the or- 
ganized selling plan, which the agency 
department is interesting 
messages on other subjects were deliv- 
ered by executives. 

E. W. Randall, chairman of the board, 
who is held in great affection by the 
field force, and is vigorous physically 
and mentally advancing 
years, was the first of the home office 
delegation to speak. He commented on 
the year’s record, explaining that al- 
though the Minnesota Mutual wrote 
less insurance in 1931 than in 1930, the 
decrease was due entirely to decreased 
group production and less reinsurance. 
The Minnesota Mutual belongs to a re- 
insurance syndicate, among the other 
companies being the Northwestern Na- 
tional, Volunteer State Life, Pan- 
American, State Life of Indiana. 

Report Is 


featuring, 


despite his 


Analyzed 


Total assets of the Minnesota Mutual 
amounted to $27,896,603; surplus $1,- 
450,343, including an item, contingency 
fund of $225,000. New paid business 
amounted to $45,148,848 and insurance 
in force $217,162,745, being a 4.4 per- 
cent increase. 

Mr. Randall said that a new record of 
ordinary life was established by the 
Minnesota Mutual during 1931. Lapses 
were unusually heavy as were surren- 
ders and borrowing. A growth of $9,- 
000,000 he regarded as entirely satisfac- 
tory in view of the year. He said that 


May Attack New Illinois 
Agents Qualification Act 


DISCRIMINATION IS CHARGED 


Accident-Health Specialty Companies 
Object to Exempting Life Agents in 
Same Field—Cite Irregularity 


Possibility of court action to test the 
constitutionality of the new Illinois 
agents qualification law is seen follow- 
ing an informal conference in Chicago 
of representatives of Illinois companies 
writing accident and health insurance 
It is claimed that the law is subject to 
attack on the ground both of discrimi- 
nation and irregularities in its passage. 

The discrimination charge is based on 
the fact that, as interpreted by the IIli- 
nois department, accident and health 
agents of companies which also write 
life insurance do not have to secure li- 
censes, while companies writing acci- 
dent and health only, both stock and 
mutual, have to take out licenses for all 
their agents. Inasmuch as the act spe- 
cifically exempts “agents of companies” 
organized or operating under the 1869 
act regulating life insurance, the depart- 
ment holds that the exemption applies 
to all agents of those companies, with- 
out regard to what class of business 
they may write. 

Many Companies Affected 

There are ten Illinois companies 
which write both life and accident and 
health business and about a dozen 
others domiciled outside the state which 
are very active in that field, with at 
least as many more writing some acci- 
dent and health business in Illinois. All 
of these would be exempt from secur- 
ing licenses for agents writing accident 
and health business under the depart- 
ment ruling. Some of the outside acci- 


dent and health carriers also have life 
insurance running mates, through 
which this business could be written. 


The life insurance affiliate of one very 
large accident and health carrier was li- 
censed in Illinois recently for accident 
and health business, although it has not 
been active in that field heretofore. 
Law Imposes Heavy Burden 

The specializing accident and health 
companies say that their strongest com- 
petition comes from these accident and 
health departments of life companies 





the year could be regarded with com- 

placency and that the future could be 

anticipated enthusiastically. | 
(CONTINUED ON PAGE 12) 


and that the law imposes a decided bur- 
den on them, not only through the pay- 
ment of the license fee but in the addi- 
tional expense involved in the filling out 








C. L. U. Head Expects 
1,000 to Try June Exams 


Between 1,500 and 2,000 persons 
over this country are preparing to 
take the C. L. U. examinations in 
June, Gerard S. Brown, president 
National chapter of C. L. U., told 
the Chicago chapter at the Febru- 
ary meeting Tuesday. Even after 
allowing for many to give up the 
idea this year, it is certain well 
over 1,000 will take the quiz, he 
said. He urged that applications 
be submitted early, as the closing 
date for filing applications for en- 
rollment is May 20 and a last min- 
ute rush is expected. 











of the questionnaires required under the 
new law, from all of which their life- 
accident competitors are relieved. 

It is also understood that some of the 
Illinois life companies are quite willing 
to have a test of the new law made. Ii 
the law should be knocked out, they 
would be in just as good position as 
they are now, while with their exemp- 
tion established only by department rul- 
ing, a change of administration might 
bring in an insurance commissioner 
who would take the opposite view of the 


matter and try to collect back fees for 
the intervening period. 
Irregularity Question Up Before 


The question as to the irregularity in 
the passage of the bill is based on the 
fact that the words “per annum” were 
omitted from the appropriation section 
in the bill as it passed one house, but 
were in the measure as signed by the 
governor. This matter was put up to 
the attorney-general some time ago and 
he held that this discrepancy invalidated 
merely the appropriation section and 
nof the entire act. The matter has not 
been passed upon, however, by any 
court. 


Cincinnati Gets Trophy Award 


At the recent Florida conference of 
general agents of the Connecticut Mu 
tual, President Loomis presented the 
“president’s organization trophy” to the 
Cincinnati agency, L. D. Fowler, gen 
eral agent, in recognition of outstanding 
progress in the organization develop- 
ment of the Cincinnati office. 

Agencies receiving honorable mention 
were those in Seattle, Rochester, and 
two agencies in New York City, headed 
by J. M. Fraser and H, F. Gray. 





Action Needed to 
Restore Reserves 


Rehabilitation of Contracts Im- 


paired by Loans Called Obli- 
gation of Agent 


SURPLUS IS ESSENTIAL 


Holgar Johnson in Pittsburgh Talk Ap- 


proves Loan Privilege as Most 


Liquid Asset of Assured 


Life insurance men must face the 


situation brought about by heavy pol- 


icy loans and economic depression, and 


should rehabilitate the impaired reserve 
on thousands of American life insurance 
that the family units 


pol.cie 5s, In order 


may realize the full value on the as- 
sureds’ estates, H. J. Johnson, general 
agent Penn Mutual in Pittsburgh, told 


the Insurance Club of Pittsburgh at its 
banquet 

He pointed out the possibility of a 
similar period of readjustment, and said 
if life imsurance reserves are restored 
there will again be ample margin to 
aid assureds in readjusting themselves 
and gaining courage and strength from 
the backing which life insurance gives 


them 
Crisis Emphasizes Need 
“The present economic situation has 
brought us face to face with the need 
of individual stabilizing reserves,” Mr. 


Johnson said. “In analyzing the finan- 
c.al statement of any business organ 
ization naturally looks to its sur- 
plus reserve account. In the same man- 


one 


ner in which this reserve serves a cor- 
poration, it serves the individual or 
family head 


“It removes from them the fear of 
tomorrow. It gives courage in the fac- 
ing of new ventures and economic re- 
adjustments. It establishes funds that 
are available during the period of tem- 
porary unemployment. Likewise it pro- 
vides a security factor that gives a free 
dom of thought which adds to the 
courage and enthusiasm of an individual 
in the development of his financial pro 
gram and his life’s ambitions. 

“There are many ways in which such 

(OONTINUED ON PAGE 13) 
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Prominent Lawyer Sees 
Life Insurance Best Bet 


SUPERIOR FOR INVESTMENT 


Chicago Chapter of C. L. U. Gets 
Practical Tips on Arrangement 
of Estates 


There was no investment in 1929 or 
since so good as life insurance, Rush C. 
Butler, of Butler, Pope, Ballard & 
Elting, prominent Chicago law firm, 
told the Chicago chapter of C. L. U. at 
the February meeting Tuesday. Mr. 
Sutler said the people of this country 
would have come through the last two 
years without depreciation of their 
estates if their money had been invested 
in life insurance. 

The attorney has a selected clientele 
of big business men and specializes in 
arranging estates and life trusts. 

Objectives the Same 


“We differ in ritual but we are one in 
spirit,” he said to the life men. “We 
can work together with benefit to all.” 

Mr. Butler explained that a life trust 
arrangement in many ways is superior 
to a sole life insurance one, being more 
flexible and permitting distribution not 
possible in a life company. 
mits of dealing with the estate so assets 
may be used for the trust, or vice versa. 
A common arrangement is to authorize 
the trustee to buy or borrow in order 
to carry out provisions of the trust and 
conserve assets. The same power is 
given the executor. 

Often Avoids Sacrifices 


In practice these are usually the same 
entity, a trust company. The provision 
permits the trustee to buy property 
from the executor, thus avoiding the 
sale of valuable securities, often on a 
low market, in order to carry out be- 
quests or pay the family’s expenses. If 
care is not taken to make the powers 
general there is danger of incurring 
federal estate tax on the trust, as the 
trust and estate then evidently are 
closely linked. 

One alternative to the trust is an 
assignment of his life insurance, over 
which the testator has no control. This 
obviates the estate tax but is not so 
flexible as the trust. The ideal arrange- 
ment for an insurance trust is for hus- 
band and wife to take insurance on 
each other’s lives and each to pay the 
premiums on the other. The govern- 
ment’s only claim then is on the cash 
value, but save for this the proceeds go 
intact. 

Will Is Important 


Trusts always should be considered 
with reference to the will, Mr. Butler 
said. There should be provision for 
occasional lump sum payments. Trusts 
always should be revocable, he said, al- 
though possibly not by the insured but 
by someone else during and after his 
lifetime. Otherwise any control by the 
insured might lead to levy of the fed- 
eral estate tax. Extreme care should be 
taken that the insured does not have 
the power of revocation. This proper 
arrangement tends to release the prop- 
erty of the trust for uses found neces- 
sary by beneficiaries and makes for 
flexibility. Also, the trustee should be 
permitted to name his own successor 
trustee. 

Hazards in Illinois 


Mr. Butler emphasized estate hazards 
such as exist in Illinois and Chicago in 
view of recent developments regarding 
personal property tax. Many rich men 
are creating life trusts in other states, 
such as New York, to avoid these heavy 
levies. Life trusts are easy to get hold 
of in Illinois, Mr. Butler said, especially 
in Chicago trust companies. 

Mr. Butler cited a recent case of an 
estate of 200,000 shares of an industrial 
company worth $20,000,000, held in one 


It also per-- 








Illinois Life Chief to 
Speak at Meeting 














R. W. STEVENS 


The Green Signal Club of the Illinois 
Life is an Illinois home state organ- 
ization. It is the big stronghold of the 
company. The Illinois Life has always 
prided itself on its Illinois organization. 
Next Saturday at the Stevens hotel in 
Chicago the Green Signal Club will hold 
its annual meeting. President R. W. 
Stevens, who is largely responsible for 
the upbuilding of the company, will 
give the chief talk. He has been deeply 
interested in the rate book people ever 
since he started with the company as 
an agent himself. 


F satan ties Winter 
Meet in Chicago Feb. 22-23 


The winter meeting of the presidents’ 
and secretaries’ sections of the National 
Fraternal Congress will be held in Chi- 
cago Feb. 22-23. At the same time the 
annual meeting of the Fraternal Society 
Law Association will be held. There 
will be a meeting of the executive com- 
mittee of the fraternal congress Feb. 21. 

Speakers at Presidents’ Section 


Among the speakers at the presidents’ 
section will be Superintendent Hanson 
of Illinois; G. R. Allen, president of the 
fraternal congress; Mary E. LaRocca, 
vice-president of the congress, and na- 
tional president of the Woodmen Circle; 
Kenneth Piper, president of the Frater- 
nal Actuarial Association; Judge J. C. 


t Karel, president Equitable Reserve As- 


sociation; A. W. Fulton, chairman of 
the committee on statutory legislation. 
The address of welcome will be given 
by T.'H. Cannon, secretary of the con- 
gress and high chief ranger of the Cath- 
olic Order of Foresters. 

There will be a luncheon Feb. 22 and 


a speaker will be obtained for that event. 


In view of the death recently of H. J. 
Hyman, president of the secretaries’ 
section, the program for that meeting is 
in charge of Vice-President F. A. John- 
son, supreme scribe of the Royal 
League. 

President of the presidents’ section is 
P. F. Gilroy, head consul of the Wood- 
men of the World. 








family for 50 years, but whose value had 
depreciated about half. He said any 
insurance trust would have obviated dif- 
ficulties in carrying out bequests and 
meeting the estate tax of $3,500,000, but 
instead some 70,000 shares had to be 
sold on a depressed market to meet 
cash demands on the estate. 

F. T. Lothgren, Northwestern Mu- 
tual, vice-president of the chapter, was 
in the chair. C. T. Rice-Wray intro- 
duced the speaker. 





 Bilotsiiiit to Lower Limit 
for Electrocardiograph’s Use 


EXAMINATION IS THOROUGH 


Officials Say Exhaustive Checkups Can 
Be More Widely Used with Little 
Extra Cost 


NEW YORK, Feb. 11.—With more 
and more companies demanding electro- 
cardiograph and x-ray examinations for 
big cases, there is an effort being made 
by a number of companies to lower the 
limit, re qu iring such examinations 
wherever the application is for $50,000 
or more, regardless of the total amount 
being applied for. 

“If a banker were betting $50,000 on 
a man he would do a lot more than say, 
‘Just step into the next room and let 
the doctor look you over,” one under- 
writing executive pointed out. 

“As far as the cost of a more com- 
plete examination is concerned, it can 
be shown that the medical expense can 
be increased to a point where it is ade- 
quate to cover a thorough examination 
without raising the general expense 
ratio of the company more than a frac- 
tion of 1 percent. 

“While it might be argued that if a 
$1, 000 case merits a $5 examination, a 

$50,000 case would justify going as high 
as $250, it is not necessary to spend 
anywhere near as much as that to get 
the right kind of examination.” 


Research Bureau Has New 
Magazine for Executives 


The first issue of “The Agency Ex- 
ecutive,” a new publication of the Life 
Insurance Sales Research Bureau for 
home office agency officials, has just 
been sent out. This publication replaces 
the “Bureau Bulletin,” although a small 
part of each issue will be devoted to 
bureau news. It is planned to publish 
the magazine quarterly. 

One of the features of the first issue 
s “Plans for 1932,” the summary of the 
results of a survey made by the Re- 
search Bureau of the 1932 plans of 35 
representative companies in the United 
States and Canada. V. B. Coffin, su- 
perintendent of agencies Connecticut 
Mutual, contributes a review of the 
agency building round table conference 
conducted in New York under the di- 
rection of the home office in December. 
L. S. Morrison of the bureau staff dis- 
cusses the thought-provoking question 
“How Much eg Should an 
Agency Produce?” . F. Davis of the 
bureau analyzes the phd contract 
as a factor in agency building, in an 
article dealing with the elements of 
managers’ contracts. 





Jones Leads Metropolitan 
With $55,000,000 Group Life 


J. H. Jones, general group insurance 
supervisor Metropolitan, quartered in 
the New York group office, whose pro- 
duction of group life in 1931 and 1930, 
combined, totaled nearly $100,000,000, is 
the first sales representative of the 
company to head its $5,000,000 club two 
years in succession. Membership is 
limited to those selling $5,000,000 or 
more or group life in a year. Mr. Jones 
last year topped his 1930 record of $40,- 
231,000 by placing over $55,000,000 of 
group. He also held the 1931 record for 
writing group annities. 

Supervisor C. J. Larson, Chicago, 
stood next in sale of group life with 
$36,700,000. Supervisor Julian Herndon, 
Atlanta, member of the $5,000,000 club, 
led in writing group health. Supervisor 
E. Q. Oliphant, former West Point and 
Purdue star athlete, was second. The 
Metropolitan in 1931 wrote $295,887,254 
group life, excluding increases. 








Another Suggestion for 
Measuring Dveelopment 








The Kansas City Life in its house or- 
gan comments on a recent suggestion in 
THE NATIONAL UNDERWRITER that there is 
need of a new measuring rod for estab- 
lishing growth and development. It sug- 
gested that instead of volume of busi- 
ness net premium income be substituted 
The Kansas City Life says: 

“Much that is said applies to the agent 
himself. He needs a measuring rod. Too 
much emphasis has always been placed 
upon volume as a criterion. It is a very 
faulty one. An agent this year may be 
much more successful than he was last, 
and still the volume of business written 
this year may be less than it was last 
year. 

“The article suggests that premium in- 
come be the measuring rod. For the 
agent, this is ideal and, of course, what 
is good for the agent, in a measure, must 
necessarily also be good for the com- 
pany. The reverse is also true. 

Policyholder Must Be Considered 


“But, if you are applying the measur- 
ing rod to a company, there is a third 
party that must step in and be consid- 
ered, and that is the policyholder. We 
doubt if you can measure the value of a 
policyholder to a company through pre- 
mium income. In times of depression, 
the high premium policy has proven to 
be the best policy for the insured. 

“Inasmuch as his income is dependent 
entirely upon the amount of his premium 
income, great attention should be given 
to this by the representative. Why pay 
so much attention to whether you write 
$200,000 or $500,000 a year? Better try 
to produce $10,000 in premium income. 
Ten limited pay endowment policies de- 
livered to satisfied policyholders might 
make you more money than 15 or 20 or- 
dinary life policies. 

Urges Sale of Endowments 


“If a representative would set for his 
goal during the year the writing of a 
certain number of limited pay endow- 
ment or income endowment policies, and 
succeeded in placing them with satisfied 
customers, he would not need to worry 
much about a measuring rod to deter- 
mine whether or not he was progressing 
in his work. 

“The thing that cuts down the agent’s 
income is his inclination to offer a low 
premium policy, even a term policy, in 
the belief that the lower the premium 
the less resistance he will have to over- 
come. Surely, this is a mistaken idea. 

“One representative reports that he 
could not possibly get the prospect in- 
terested in an ordinary life or even a 
term policy, but finally, he confessed, 
the light broke in upon him and he had 
little difficulty in placing with the man 
a substantial policy on a 10 pay 30 year 
endowment plan. 

“You would do well to let your meas- 
uring rod be the number of limited pay 
endowment policies that you place and 
set as a goal, not a monthly production 
of $5,000, $10,000 or $50,000, but a 
monthly premium income that will net 
to you the salary you wish to earn.” 





J. A. Williams-Agency Is 
on a Closed Shop Basis 


One of the offices most enthu- 
siastically supporting the cause of 
organized agents is that of the J. 
Arthur Williams agency in Min- 
neapolis, which is a branch of the 
A. O. Elliason home office agency 
of the Minnesota Mutual. Mr. 
Williams runs a closed shop. No 
man can work for him until he 
joins the Minneapolis Life Under- 
writers Association. There are 
30 men in the agency and every 
one of them is an association 
member. 
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Thorough Analysis 
Great Sales Aid 


Study of Self, Prospect and Sale 
Solves Agent’s Problem, Says 
G. B. Dorr 


PROSPECTS ARE CHANGED 
Equitable Expert in New York Gives 
Valuable Tips There on Present 
Day Selling 





The selling problem in life insurance 
today is not more difficult than in the 
past; it is just a different problem, said 
G. B. Dorr, representative Equitable of 
New York in New York City and C. 
L. U., at a meeting of the New York 
City Association of Life Underwriters. 
He said the answer to this problem can 
be reached only by analysis of self, of 
prospect and of planned sale. Of the 
three, he said, the salesman is the most 
important factor. He must be com- 
pletely sold on life insurance; he must 
carry an adequate amount of it. 

“Do you view the institution of life 
insurance purely as a means of making 
a living, and maybe a poor one?” Mr. 
Dorr said. “Do you look at it as a 
‘racket’ or do you view it as a means 
of leaving your footprints in the cement 
of worthwhile accomplishment? 


Prospects Are Changed 


“Our prospects today are so different 
from our prospects of yesterday—ready 
to listen, overcome by fear, respectful 
of our product, slow to move, but yet 
grand prospects if intelligently ferreted 
out and approached. Every man is not 
our prospect today. We need to exer- 
cise ingenuity in prospecting.” 

Mr. Dorr advised against taking any 
plan, policy or idea to an individual 
which after careful analysis the sales- 
man would not purchase for himself if 
he were in the same position. 

Analysis of the actual sale is divided 
into four steps, approach interest hold- 
ing, conviction and the close. In the 
approach the opening explanation and 
remarks should be such that any ob- 
jections likely to occur can be brought 
out and answered by the salesman be- 
fore the prospect gets the opportunity 
to express them. 


Makes Appeal te Ego 


A delicate appeal to the ego will al- 
ways keep him awake. It will make 
him feel kindly toward the salesman. 
Mr. Dorr suggested urging the pros- 
pect to draw a picture illustrating the 
plan or to do the figuring. His mind 
is busy so he does not have time to 
think of objections. 

Use of the salesman’s own life in- 
surance and annuity program, demon- 
Strating that he practices what he 
preaches, is one of the most powerful 
and convincing tools. Letters about dis- 
ability claims from beneficiaries and 
satished assureds are tools of impor- 
tance second only to the agent’s own 
program. 

Technique of Close 


When it comes to the close and the 
salesman is of the belief the prospect 
is semi-convihced, a good method is to 
ask for a sheet of paper and let the 
prospect do some figuring as to whether 
the plan proposed applies to his par- 
ticular case. While the prospect is 
doing this, Mr. Dorr fills out the ap- 
plication and binding receipt as quickly 
as possible and hands it to the prospect, 
application on top, the binding receipt 
next in order and a blank check under- 
neath. 

(CONTINUED ON PAGE 13) 
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A. FINBERG 


A. Finberg, St. Paul, was appointed 
president of the $100,000 Club for the 
Great-West Life sales organization for 
1932. 








Federal Reserve Man Sees 
Farm Mortgage “Comeback” 


MINNEAPOLIS, Feb. 11.—Insur- 
ance company officials attending the 
meeting here of the newly formed 
Northwest Farm Real Estate Associa- 
tion were told by Curtis L. Mosher of 
the Federal Reserve Bank at Minne. 
apolis that farm mortgages in this terri- 
tory are going to regain their place as 
high grade investments. The association 
was formed last summer by bankers, 
land men and insurance executives to 
stabilize ‘the farm mortgage business in 
the northwest. 

“IT am confident that the farm mort- 
gage will come back as an unexcelled 
form of investment,” said Mr. Mosher. 
“We must remember that the values of 
farm lands have been deflated thor- 
oughly in the past 10 years and that 
prices now are well under war years. 
These prices are not likely to go any 
lower.” 


Prudential Payments 


Claims totaling $151,721,641 involving 
more than 374,000 separate payments 
were disposed of in 1931 by the Pru- 
dential. The figure includes $1,071,785 
premiums waived on account of dis- 
ability. This is an average of 1,380 
claims each working day. Death claims 
amounted to $119,697,572. Accidental 
death benefits amounting to $6,070,792 
were paid in addition to the face value 
of policies. 

Disability benefits, including pre- 
miums waived to ordinary, industrial, 
and intermediate policyholders totaled 
$9,261,403. The company disbursed $6,- 
503,413 to industrial policyholders in 
paid-up additions. Payments were: Or- 
dinary, more than $81,000,000; indus- 
trial, more than $64,000,000; intermedi- 
ate more than $6,000,000. 


Luther Holds Conference 


Vice-president K. A. Luther of the 
Aetna Life held an informal conference 
in Chicago Tuesday with eight general 
agents in the neighborhood of that city. 
Those attending were S. T. Whatley, 
Chicago; F. C. Whatley, Cincinnati; M. 
L. Seltzer, Des Moines; A. E. Meilens, 
Milwaukee; J. A. Bassford, Grand Rap- 
ids, Mich.; L. O. Schriver, Peoria; P. 
W. Simpson, Indianapolis, and R. G. 
Page, South Bend, Ind. 
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Annual Statements 


HERE never was a keener interest in annual 

statement figures than agents and brokers 
are showing this year. The new statement fig- 
ures of companies are being watched for with 
an eagerness, and even an impatience, not 
equalled for the past 25 years. 


Most agents and brokers are not clear as to the 
financial standing of the companies they repre- 
sent. They may not be apprehensive, but they 
certainly are in doubt. They want to know 
where their companies stand. They have a 
right to. They are not hoping for many ‘‘good”’ 
statements, nor are they fearing that a number 
of ‘*bad’’ ones will be published. All they want 
to know is what the actual situation is, but 
they want to know that as soon as possible. 


Every solvent, going [company should advertise 
its annual statement figures this year, whether 
it has ‘done so in the past or intends to in the 
future. By neglecting to a company may cause 
the very doubts about itself that it does not 
want to exist. 


Everyone in the insurance business that you 
want to reach with your statement figures is a 
reader of The National Underwriter. Remember, 
agents and brokers are not so much interested 
in how ‘‘good”’ your statement is as they are in 
what it is. Make the situation regarding 
your company clear and definite, not only to your 
own agents, but to the insurance fraternity as 
a whole. Advertise your annual statement in 
The National Underwriter. 


(Number 15 of a series devoted to the 
merits of National Underwriter advertising) 
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The leading weekly insurance newspaper 
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New York Life Is 
On the Air 


PA ters about of congratulatory let- 
ters about our radio programs 
have been received. The purpose 
of these broadcasts is primarily to 

promote the conservation of insurance; and 

the Company hopes that life insurance, in 
general, as well as the New York Life will 
benefit. 
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The agents of all companies are invited to 
tune in on our programs every Tuesday 
evening on any of the following 
stations: 
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9:30 Eastern Time...........New York .........(WJZ) 
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.......-Council Bluffs, Ia. (KOIL) 
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HOME OFFICE BUILDING 


NEW YORK LIFE 
INSURANCE COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 
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Promoted by Lincoln National 








R. J. STONER 


Two new officers of the Lincoln Na. 
tional Life were named at a recent meet- 
ing of the directors: R. J. Stoner, treas- 
urer, and E. C. Wightman, controller. 

Mr. Stoner has been with the Lincoln 
National since 1908, and before his ap- 
pointment as treasurer was controller 








E, C. WIGHTMAN 


and assistant treasurer of the company 
for some time. 

Mr. Wightman, a man of wide insur- 
ance accounting experience, has been as- 
sistant secretary in executive charge of 
the accounting, controller's, auditing and 
policyholders’ service departments. 








eeitinainalil a seaiitiaes Is 
Rejected by Virginia Solons 





A bill sponsored by life companies 
extending from one to two years the 
time within which policies may be can- 
celled for fraud and also voiding any 
maturing within two years by insured’s 
suicide has been defeated in: the Vir- 
ginia legislature. Ex-Governor E. Lee 
Trinkle, first vice-president Shenandoah 
Life, and A. D. Christian, counsel for 
the Atlantic Life, appeared in advocacy 
of the measure. Mr. Christian told the 
committee that it is not uncommon for 
persons to kill themselves a short time 
after the expiration of the present one- 
year limit. If the limit were two years 
he did not believe that this would be 
done anything like so often. Mr. Trin- 
kle pointed out that in some rural lo- 
calities physicians are so scarce that it 
is frequently necessary to write poli- 
cies wholly on the statement of the ap- 
plicant. In such cases there is consider- 
able opportunity for fraud. 


Plan Southern “Ad” Meeting 


DALLAS, TEX., Feb. 11.—Plans for 
the southern regional meeting of the 
Insurance Advertising Conference to be 
held here April 17-19 are being shaped 
up by Lorry Jacobs of the Southland 
Life and Rex B. Magee of the Lamar 
Life. At the coming meeting, round ta- 
ble discussions will be featured. B. N. 
Mills of the Bankers Life of Iowa, who 
is president of the Insurance Advertis- 
ing Conference, will be one of the fea- 
tured speakers, as will Frank S. Ennis 
of the America Fore group, both of 
whom will also talk before the Dallas 
Advertising Club. Mr. Ennis will dis- 
cuss “Dramatized Photography.” 


Kakoyannis Agency Dinner 


Home office executives, brokers and 
personal friends, as well as the entire 
agency force were present Tuesday 
night at the annual dinner of the Stuy- 
vesant ordinary agency of the Pruden- 
tial in New York, Andrew Kakoyannis 
manager. Mr. Kakoyannis was compli- 
mented on the remarkable showing his 
office made in 1931, when it increased 
its business from about $13,000,000 in 





1930 to more than $20,000,000 last year. 
The 1930 figure was also an extraordi- 
nary increase over the. preceding year. 

Home office representatives included 
Dr. J. A. Patton, second vice-president 
and medical director; Dr. C. T. Brown, 
associate medical director; Valentine 
Howell, associate actuary; G. H. Chace 
and E. K. Hopper, assistant secretaries; 
F. D. Kineke, assistant actuary; S. J. 
MacLeod, Jr., supervisor of the ordi- 
nary department; W. D. Lemon, assist- 
ant supervisor; F. N. Everett, manager 
of the ordinary issue department, 


Texas Forces Are Active 


In its first month, the new Texas 
state agency of Northwestern National 
Life of Minneapolis with H. G. Hewitt 
as manager produced more than twice 
as much new business in January as 
was written in Texas in the same month 
of 1931. January as “Hewitt Month” 
was dedicated to Mr. Hewitt, and his 
cohorts responded by writing $306,673 
as compared with $152,840 a year ago. 

February has been dedicated by the 
Texas field men to H. Jackson, 
cashier of the Houston office. 


Huebner Addresses Teachers 


Dr. S. S. Huebner, University of 
Pennsylvania, addressed the convention 
of the Oklahoma Education Associa- 
tion at Tulsa on “The Teacher and His 
Money.” He said life insurance con- 
stitutes the safest, soundest and most 
profitable investment for those in the 
economic situation of the teacher. He 
also appeared before the chamber of 
commerce and in the evening was guest 
of honor at a dinner given by the 12 
Tulsa men who are taking the C. L. U. 
course. 


Noel Boulware Honored 


Noel Boulware, with the Bankers Life 
of Iowa at Tulsa, Okla, has been 
awarded the distinguished service medal 
of the junior chamber of commerce. This 
award is made to one of the members 
under 35 years of age. His untiring 
efforts in civic activities plus his wonder- 
ful organization work constituted the 
basis on which the medal was given. 
He has helped materially in making the 
Tulsa group the largest in the national 
organization. 
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Annual Statements Given 
for Various Life Companies 








The National Life & Accident of 
Nashville has issued its annual statement 
showing assets, $32,183,580; contingent 
reserve, $2,219,249; life insurance legal 
reserve, $20,675,262; epidemic reserve, 
$1,000,000; investment fluctuation re- 
serve, $500,000; reserve for disability 
policies, $155,899; capital and surplus, 
$6,300,975. It paid last year in claims 
$6,418,063. Since it was organized 32 
years ago it has paid $84,292,715 in 
claims. Its life insurance in force is 
$321,542,806, increase $6,538,269. The 
National Life & Accident has fortified 
itself by putting up ample reserves. The 
main items in its assets are bonds, $13,- 
477,338; real estate mortgages, $13,538,- 
344; policy loans, $1,463,514; real estate, 
mainly home office building, $1,468,794. 

Chairman C. A. Craig of the company 
stated that the increase in assets was 
$2,619,035. It added $490,775 to surplus. 
The capital is $3,000,000. Chairman 
Craig says that the industrial depart- 
ment, by reason of lapses made abnor- 
cally high by industrial conditions that 
prevailed throughout the country, shows 
a decrease in insurance in force but it 
was overcome by the increase in the 
ordinary department. 


National Guardian Life 


The National Guardian Life of Madi- 
son, Wis., shows insurance in force, $49,- 
075,370; gain, $879,464; new premiums, 
$199,435; renewals, $1,289,440; total in- 
come, $1,980,676; paid policyholders, 
$855,447; total expenses, $1,342,893; 
assets, $7,761,025; capital, $100,000; divi- 
dend reserve, $256,342; contingency re- 
serves or surplus, $539,162. The major 
assets are mortgages, $4,161,576; bonds, 
$1,878,654; policy loans, $1,063,153; real 
estate, $281,693. 

Mutual Life of New York 


The Mutual Life of New York in its 
new statement shows total income, $234,- 
925,900; disbursements, $183,272,215. The 
assets are now $1,106,236,049; increase, 
$54,039,556. Last year it invested $29,- 
612,714 in first mortgage loans and $24,- 
857,785 in bonds and stocks. Excluding 
policy loans and real estate, its invest- 
ments amounted to $855,107,556 with an 
average yield of 4.83. The average earn- 
ing rate on $301,931,004 of outstanding 
first mortgages was 5.3. The company 
set aside $43,175,689 for dividends pay- 
able this year. Its surplus is $63,030,590, 
increase $1,662,286. Its payments to 
policyholders last year amounted to 
$113,922,175. Its new insurance was 
$365,818,680, and insurance in force 
$4,450,294,284. 

North American Reassurance 


The annual statement of the North 
American Reassurance of New York has 
been issued showine life insurance in 
force, $196,436,600; assets, $13,619,377; 
capital, $1,000,000; net surplus, $1,182,- 
496. The chief items in the assets are 
railroad bonds, $3,804,329; public utility 
bonds, $4,052,083; public utility preferred 
stock, $2,234,515; industrial preferred 
stock, $1,595,160. This is one of the 
large life reinsurance companies of the 
country, headed by President L. M. 
Cathles and Vice-President Arthur 
Coburn. The executive staff is well 
known to life insurance men. 

The new statement of the Fidelity 
Mutual Life shows insurance in force 
$423,345,198, paid policyholders last year 
$11,518,546, assets $98,138,711, surplus 
$5,501,143. 


Mutual Trust Life 


_ The Mutual Trust Life of -Chicago 
in its annual statement shows assets 
$30,886,692, gain $2,237,530, surplus and 
contingency reserve $1,695,254, gain 
$290,565, insurance in force $181,175,115, 
Zain $2,483,189, new business $29,673,- 
550, mortality ratio 44 percent. The 
Mutual Trust Life crossed the $30,000,- 
000 line this year in point of assets. It 


|has paid to policyholders since organ- 
ization $23,942,978. 

Total assets of the John Hancock 
Mutual amounted to $621,278,133, in- 


crease $37,156,319. Policy loans 
amounted to $79,310,640; bonds and 
stocks $180,490,552; farm mortgages 


$174,536,583; city mortgages $122,829,- 
474; real estate $28,491,546; cash $5,- 
115,061. 

Surplus account is designated in the 
statement as general safety fund and 
amounts to $43,825,815. There is a $5,- 
000,000 special reserve fund for assets 
fluctuation and amortization. 

Insurance in force amounts to $3,612,- 
880,300. New paid for business in 1931 
amounted to $624,132,060. During the 
year $466,323,049 of insurance was dis- 
continued. There was $29,989,807 paid 
out upon surrendered policies. Mortal- 
ity ratio in group and ordinary was 65 
percent, increase 6 percent, but the 
weekly premium ratio was the same as 
in 1930. 

A total of $3,052,293 was paid on poli- 
cies not more than a year in force. 


Causes of Death Listed 


Organic heart disease accounted for 
19.7 percent of the deaths, an increase 
over the average of the past five years 
of 4.2 percent. There were 1,151 deaths 
from automobiles and 19 from airplanes. 
There were 783 suicides accounting for 
1.7 percent of the whole or an increase 
from this cause over the average of the 
preceding five years of more than 21 
percent. The suicide total in amount 
was $1,547,181. 

Total paid for death, endowment and 
other claims amounted to $87,743,766. 

President Walton “L. Crocker said 
that scrutiny of investors will be here- 
after concentrated with a special care 
upon public credit. He declared that 
the John Hancock has been diminishing 
its investment in farm loans for severa. 
years. In March, 1930, he reported, the 
finance committee decided to accept no 
more new farm loans. In the future 
farm mortgages will be confined to re- 
newals. Farms which have been taken 
through foreclosure are being worked 
mainly through tenants, many of whom 
were the former owners and are pros- 
pective future owners. Despite hard 
times there has been a movement ‘in 
liquidation and disposal of farms and 
farm mortgage indebtedness. 


Earns 5.11 Percent 


The regular program of lending upon 
city and suburban property continued 
until late in the year when it was 
tapered off in favor of general security 
purchases and the accumulation of cash, 
which is the course, according to Mr. 
Crocker, the John Hancock expects to 
pursue until the general economic situ- 
ation improves. The effective rate of 
return upon the total book assets was 
5.11 as of Dec. 31. The John Hancock 
has apportioned $20,692,930 for payment 
of dividends to policyholders in 1932 
which means the continuation of the 
general scale hitherto prevailing. 

Of the $50,534,039 of railroad bonds 
owned, there was a total at book value 
of $1,059,119 which had to be carried 
at the official market basis. That in- 
cluded bonds of the Seaboard Air Line 
System, Wabash and adjustment bonds 
of the Chicago, Milwaukee, St. Paul & 
Pacific. There are no defaults in the 
John Hancock utility or miscellaneous 
bonds. There were defaults in bonds of 
| St. Petersburg, Fla., Asheville, N. C., 
and Buncombe county, North Carolina, 
involving a total principal of $1,252,000. 


Sun Life of Canada 


The annual report of the Sun Life 
of Canada shows that it has passed the 
three billion mark in insurance in force. 
The figure at the end of the year was 
$3,051,077,066. Total net income was 

(CONTINUED ON PAGE 13) 




















MISSOURI 
STATE 
LIFE 


INSURANCE COMPANY 


St. Louis, Missouri 


Fortieth Annual Statement 
December 31, 1931 


ADMITTED ASSETS 








OS SS ere ee $ 34,693,325.21 
First Mortgage Loans on Real 
DEM ts. oeeks decease .-» 39,499,246.87 
SS Ee . 17,929,978.37 
Real Estate Sales Contracts...... .  4,233,460.03 
CI... cc cccccseenes 2,341,381.87 
Loans to Policyholders...... wees 42,309,259.79 
ee scan ig Gk ah tel Gee aS 4,366,175.04 
PRE BUEEER 6 oc cececoceces ——_ 775,557.00 
Cash in Banks on Interest........ 530,459.70 
Cash in Banks and Home Office 
not on Interest....... ; bait 900,588.00 
Accrued Interest on Investments.. 2,637,383.86 
Outstanding and Deferred Pre- 
EO Pe ere siceeeede 4,403,911.88 
Fe SE Ds 6 ce cde ce eeoes 323,622.32 
$154,944,349.94 
LIABILITIES 
Ct PY vs ccccesbecwees $139,304,871.99 
Policy Claims in Process of Adjust- 
a \ 1,688,146.64 
Premiums and Interest Paid in 
PC Ghacctetecds deoet 1,507,115.94 
Dividends Left on Deposit with 
DT sexees 1,541,169.82 
Reserved for Taxes.........00<. 430,476.33 
Reserve for Real Estate and Mort- 
ee ee 1,220,218.24 
All Other Liabilities........ er 1,687,397.56 
Apportioned for Pol- 
icy Dividends. . .$1,024,301.14 
Contingency Reserve 
for Investment... 500,000.00 
Capital Stock....... 5,000,000.00 
EES 6ccceceests 1,040,652.28 
Surplus for Protection of Policy- 
DOME o Soecinascnsee weceeee 7,564,953.42 
$154,944,349.94 


Insurance in Force, December 31, 1931 


$1,124,983,380.00 





A GOOD COMPANY TO REPRESENT 
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Conservative Attitude Is 
Taken by Life Companies 





NEW YORK, Feb. 11.—Life com- 
panies have entered this year on a basis 
entirely different than ever noticed be- 


fore. The companies have been sub-/| that life insurance has 
jected to so many strains that perhaps catastrophic attack 
they have become ultra-conservative. | fortitude. | Companies 


At least there is no company operating 
here that is taking many chances. The 
days of quantity rather than quality are 





every 


over, at least for the time being. Every 
company is safeguarding its citadel with 
possible bulwark. 


through in admirable shape. 
The management 
watching every department and activ- 


The fact is 


remarkable 
coming 


with 


of companies is 


ity. With the disability situation out 
of the way, either by abandoning the 
monthly income plan or greatly restrict- 
ing the clause, companies have little to 
fear from disability so far as new busi- 
ness is concerned, although old policies 
naturally. will cause continuous loss. 
The only fly in the ointment so far as 
lapses are concerned is the fact that 
considerable unprofitable disability may 
thus be sloughed off 


the Continuous Demand for Loans 


One of the big problems confronting 
companies today is the continuous de- 
mand for policy loans. There has been 
little let up. In fact many companies 











$522 Premium Secured 
from $28 Investment in 
Calendars —the Best 
Form of Insurance 
Advertising 


ERE is another case to prove that Na- 

tional Underwriter Insurance Calendars 

are the most effective form of advertising 
an insurance man can use. Elmer M. Isberg, 
Sun Life agent, Laramie, Wyo., closed a 
$13,674 case for a $522 premium by using Na- 
tional Underwriter calendars. He tells how he 
did it in the letter on the right. A week after 
we received this letter Mr. Isberg wrote again 
saying, “January 7th I closed a $2,500 endow- 
ment at 60 by aid of your calendars.” You, too, 
can find National Underwriter calendars effec- 
tivg in selling. 

The National Underwriter Insurance Calen- 
dar for 1933 is now ready. It has 12 sheets 
with a different picture and sales caption on 
every sheet, and your name and advertisement 
is imprinted on the top of every sheet where 
they are seen by all eyes. 


The new 1933 National Underwriter Life In- 
surance Calendar is even better than the calen- 
dars we sold before. The pictures are a third 
larger and the subjects are exceedingly attrac- 
tive. 


You can secure the exclusive franchise for 
the use of these calendars in your town if it is 
a city of less than 100,000 population. We also 
offer special discounts on early orders. Send 
today for full particulars about The National 
Underwriter new 1933 calendars so you can 
close some big cases with them next year, 








Elmer M. Isberg is one of the 
Sun Life's leading producers. 
For over 107 weeks he has av- 
eraged two applications a week. 
He is also a big game hunter of 
the first rank. He is shown here 
with one of the victims of his 
rifle. He not only gets his game 
but he gets his man as the 
above letter attests. 


SPECIAL 
DISCOUNTS 
ON EARLY 

ORDERS 


SUN 





The premium on this $13,674 case was $522—a week after this letter 
was received Mr. Isberg wrote: “I closed a $2,500 endowment at 60 by 
Take advantage of this great selling aid—mail 
the coupon today for full information. 


aid of your calendars. 


p---------------------------- 


$13,674 Case Closed With 


a National Underwriter Calendar 


LIFE 





The National Underwriter Co., 
A1946 Insurance Exchange, Chicago, III. 

Please send me full particulars about The National Under- 
writer's 1933 Insurance Calendar and tell me how I can secure 
an exclusive franchise in my city and about the special dis- 
counts for early orders. 


() Enclosed is 10c in stamps for sample calendar. 
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claim that December and January con- 
stituted their worst months in this re- 
gard. This means that much of the 
current income has to be used in meet- 
ing surrenders and policy loans and 
there is not so much left to invest. In- 
vestments are being made along very 
conservative lines. Company officials 
have learned that there is much grace 
in diversification and purchasing only 
the most stable securities within the 
range allowed under the law. 


Action of the Banks 


The banks have been among the 
greatest stimulators of policy loans and 
surrenders, the bankers suggesting that 
policyholders go to their companies and 
get loans or cash their policies. Banks 
in reviewing their own loans are de- 
manding life insurance policies as col- 
lateral in cases where they feel the 
borrower will be able to meet his ob- 
ligations if he lives. The bank wants 
to play safe if he dies. Hence very 
frequently banks are requiring life in- 
surance policies made payable to them 
to take care of loans in case of death. 


Greater Restrictions Found 


So far as the underwriting and med- 
ical departments are concerned, the com- 
panies have settled down to a more cir- 
cumscribed policy although in some 
cases they may have gone to extremes. 
Evidently companies have had a dis- 
astrous experience with so called jumbo 
policies and they have adopted a for- 
mula that they feel is reasonable so 
far as the size of a policy is concerned. 
That is, companies now believe that a 
man’s income should be considered in 
relation to his total insurance carried 
The terrific business strain has exacted 
its toll from men of large responsibili- 
ties and some have sought the suicide 
route. Others have had potential phys- 
ical disabilities accentuated. The me- 
dium sized or smaller policyholder is 
much more satisfactory to the company. 


Seek to Restore Fortunes 


One of the features in this respect 
that companies have to watch very 
carefully is the effort on part of men 
of large affairs to bolster up their shat- 
tered fortunes by life insurance. Com- 
panies therefore are watching this fac- 
tor very carefully. They do not want 
a man to become overloaded with life 
insurance. They feel that there is a 
distinct relation between a man’s in- 
come that he earns from his business 
and investments and the amount of life 
insurance he should carry. 

There is not a department in a con- 
pany’s structure but that is being sub- 
jected to a rigid test. Greater efficiency 
is being called for. Waste must be 
cut out. Companies agree that it 1s 
no time to experiment, to reach out too 
far or travel unknown paths. Com- 
panies are staying close to shore, con- 
serving what they can of their busi- 
ness, watching their investments very 
carefully, nursing “sour” securities and 
hoping to get out with as little loss as 
possible, taking care of obligations, en- 
deavoring to write business that has the 
quality of persistence and econom! izing 
here and there. This is a time of 
watchfulness, caution and testing. More 
efficiency is being required in all de 
partments. 





Kansas City Actuaries Meeting 


KANSAS CITY, MO., Feb. 11.—0. 
Sam Cummings, general manager 
Texas for the Kansas City Life; Dr. 
J. W. Wear, medical director Nationa! 
Fidelity Life; Dr. H. A. Baker, medical 
director Kansas City Life, and J. © 
Higdon, vice-president Business Men's 
Assurance, will speak at the meeting | of 
the Kansas City Actuaries Club Feb. 1! 
W. T. Grant, president Business Men's 
Assurance, will preside, and J. B. Rey™ 
olds, president Kansas City Life and 
president of the club, wi!!l introduce the 
speakers. 

Dr. Baker will speak on “Numerical 
Ratings,” and Mr. Higdon on “The 
Morbidity Rate.” J. A. Budinger, a 
tuary of the Kansas City Life, will have 
charge of the question box. 
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| Calvin Coolidge 
Sued for $100,000 
by St. Louis Man 


Calvin Coolidge and the New York 
Life have been made co-defendants in 
a $100,000 damage suit brought by L. B. 
Tebbetts of St. Louis, who is a foremost 
advocate of insurance for pure protec- 
tion and was formerly associated with 
J. P. Sullivan in the Lincoln National 
Life when the “Emancipator” policy 
was being pushed. 

Tebbetts charges that Mr. Coolidge, 
in his New York Life radio broadcast 
of Oct. 6, 1931, told his audience to 
“beware of certain insurance men,” 
whom he referred to as “twisters and 
extractors.” 

Tebbetts 





contends that inasmuch as 
the New York Life had him brought 
before the insurance department on 
charges of being a twister, the radio 
talk was directed at him and his system. 

It will be recalled that Mr. Tebbetts 
sued several of the eastern companies 
following a report to the Missouri de- 
partment by a special committee of the 
St. Louis Association of Life Under- 
writers, headed by S. L. Morton of the 
Connecticut Mutual. In that report Mr. 
Sullivan and Mr. Tebbetts were accused 
of twisting. In the melee some of the 
insurance papers were threatened with 
libel suits by Mr. Tebbetts. 


Missouri State Indemnity 
Project Is Basis of Suit 





The deposition of Hillsman Taylor, 
former president of the Missouri State 
Life, was taken before a special com- 
missioner in connection with a damage 
suit brought by L. E. Wilkins for $16,- 
#12 alleged to be due him under an 
agreement to organize a surety and cas- 
ualty company for the Caldwell inter- 
ests early in 1930, the Missouri State 
then being controlled by Caldwell. 
The suit is directed against the Missouri 
State and Taylor. 

Wilkins asks for $16,912 plus interest. 
He alleges that he was hired by the 
Missouri State to help organize the cas- 
ualty company and was promised a sal- 
ary of $7,500 and that the defendants 
agreed to assume a $13,600 debt he had 
incurred in subscribing for shares of the 
Southern Surety with which he formerly 
was connected. He states that he was 
not reimbursed. 

Taylor said that the projected com- 
pany was a Caldwell idea and was to 
have been known as the Missouri State 
Indemnity. 

_Several men then connected with the 
Southern Surety started to assist in the 
organization, Taylor said. Among them 
were F. A. Ungles, who had been vice- 
president of the Southern Surety, and 
Wilkins. The work of organizing was 
stopped in August. 

Taylor said that general business con- 
ditions, complications with Caldwell & 
Co, and opposition from one of the di- 
rectors, C. S. Sargent of Kidder, Pea- 
body & Co., were the reasons for aban- 
doning the ‘plan. 

Taylor denied that the Missouri State 

-ife or himself had agreed to assume 
Wilkins’ debt to the bank. 


Period of Grace Is Issue 
in Pennsylvania Decision 





ete Pennsylvania supreme court in 
MacDonald vs. Metropolitan Life had 
before it the question of period of grace. 
On July 18, 1929, T. W. MacDonald, 
took out an accident policy in the Met- 
Topolitan Life for six months. This ex- 
dired Jan. 18. The policy provided for 


fenewal for an equal number of months 
and on each renewal 31 days of grace 
Were allowed. 


If default be made, the 





SwDsequent 


acceptance of a premium 





should reinstate the policy but only to 
cover loss resulting from accidental in- 
jury thereafter sustained. The assured 
did not ask for or receive a renewal but 
on Feb. 25, he paid the agent six 
months’ premium for which on March 
1 he received a receipt, which stated: 
“This receipt is not valid unless counter- 
signed by a duly authorized representa- 
tive of the company.” This was counter- 
signed and on Aug. 24, the insured met 
his death in an automobile accident. 
The question arose as to whether the 
reinstatement was from the expiration 
of the first six months, Jan. 18, or from 
the countersigning of the receipt March 
1, The trial court took the latter view 
and entered judgment for the assured. 
The Pennsylvania supreme court de- 
clares that to hold that the policy rein- 
stated for six months began that term 
on Jan. 18, is to pay the company for 
a risk during the six weeks which it 
did not incur. The court says where, 
as here, it is optional with the company 
whether or not to reinstate an expired 
policy, the act of so doing constitutes a 
new contract and starts a new period. 
In such case the time is computed from 
the date of reinstatement. The court 
said that if the company intended the 
reinstated insurance to commence Jan. 
18, it should have so stated. It con- 
cludes that the date at which the rein- 
stated policy is to begin being uncer- 





tain it must be so construed as to pro- 
tect the policyholder. Judgment for the 
plaintiff is affirmed. 


Penn Mutual Home Office Site 
Was the First Flying Field 





The Penn Mutual has discovered an 
interesting fact about the site of its pres- 
ent home office at Sixth and Walnut 
streets, Philadelphia—that it was Amer- 
ica’s first flying field. The first success- 
ful air voyage in the new world was 
made Jan. 9, 1793, when Jean Pierre 
Blanchard, a citizen of France, ascended 
in a hydrogen-filled balloon from the 
yard of the Walnut street prison, then at 
the southeast corner of Sixth and Wal- 
nut, on Independence Square. The flight 
project attracted a considerable assem- 
blage of spectators, including President 
George Washington, Philadelphia at 
that time being the capital of the United 
States. The President was very much 
interested in the ascension, and just be- 
fore the aeronaut left Washington 
handed him a signed letter recommend- 
ing him to the kind consideration of all 
upon his descent. 

The balloon, carrying Blanchard and 
a small black dog named Charlie, trav- 
eled a distance of 15 miles; the maxi- 


mum height reached was 5,813 feet, and 
the time was 46 minutes. They landed 
without mishap in New Jersey, near 
what is now Woodbury. 


Original Attempt Made 


Peter Carnes of Baltimore, under the 
patronage of Benjamin Franklin, had at- 
tempted a balloon flight from the same 
prison yard in 1784, within a year of 
the world’s first successful attempt, 
which had taken place in France in 1783. 
But the Carnes balloon took fire as it 
rose, and that aeronaut barely escaped 
with his life. 

The Penn Mutual has had made a 
handsome picture of “The First Air 
Voyage in America,” done in woodcut 
by the well-known C. R. Gardner, and 
has presented prints of it to a number 
of the most prominent air-minded men 
of the country. 





Ohio State Life’s New Policy 


The Ohio State Life has 
new policy known as the “economist.” 
It is an ordinary life policy, on a low net 
cost basis It is issued to both men and 
women, 20 to 60, in minimum amount of 
$5,000 It is a participating contract, 
with cash surrender values higher than 
is usually the case. A policy issued at 
the age 35 becomes paid up at the end 
of 25 years, if the dividends are left with 


announced a 





the company. 





The February Horoscope 





The Amethyst is the February birth stone. 


The birth 


flower is the Violet, and the virtue of the month is 


Sincerity. 


People born in February have a great deal of natural 


ability in certain directions. 


Literary talent is par- 


ticularly marked; medicine and the law also claim a 


good many February men. 


February persons usually have a magnetic, attractive 
personality which makes them ideally fitted for sales- 


manship. 


Frequently, however, February persons lack complete 


frankness with themselves and others. 


Above all else 


it is important that you learn to be sincere and you 


should try to cultivate evenness of 


Famous persons born in February 
Lincoln, Dickens, 
Lowell, Cicero and Longfellow. 


The stars omen well for 1932. 


abound for all. 
and some will just get by. 


° 


Royal Union Life 


mind and temper. 


are Washington, 


Ruskin, Jules Verne, Lamb, Galileo, 


Opportunities will 
Some will succeed in the New Year 
It is for you to choose. 
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The Safest, Quickest Asset 
The Most Easily Accumulated 


When you insure your life and earn- 
ing ability under our life income plan 
you build up a substantial cash value 
almost before you know it. 


This is quickly available in emergency 
and at retirement is payable in one sum 
or as a monthly life income. 


At times like the present those holding 
this type of life insurance in substantial 
amounts have every reason to congratu- 
late themselves. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 














Prescribe Exactly 


No doctor would offer the same 
prescriptions to all of his patients. 
An agent too should be able to 
choose from a wide variety of con- 
tracts in order to make his economic 
prescriptions exact. 


Fidelity Offers 
That Variety 


Policy forms to suit modern 
needs; Low Rate Life. Family In- 
come ‘and the famous “Income for 
Life” which Fidelity originated. 
Misability benefits —- income and 
waiver of premium. Accidental death 
benefits. Back of its contracts is a 
record of more than half a century 
of fair dealing. 


(DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 


Send for booklet 
“The Company Back of the 


Contract” 
vs 























Why Life Insurance Has 
Shown Such Great Stability 








George A. Boissard of the National 
Guardian Life of Madison, Wis., in 
transmitting his annual financial state- 
ment gives to policyholders some rea- 
sons why life insurance companies have 
withstood the strain during the last two 
years in such an admirable way. He 
says: 

“Outside of your life insurance, it is 
probable that no property you now own 
is worth as much today as it was two 
years ago. Securities, real estate, as well 
as stock, merchandise and manufactured 
goods are reduced in value—many tem- 
porarily of course and many further than 
is warranted—but, all are reduced. 

“Why,” I have been asked, “are legal 
reserve life companies exempt from this 
terrible depression?’ 


Previous Experience 


“I first remind inquirers that the legal 
reserve life companies demonstrated 100 
percent safety through the more severe 
depression of the early 90’s; that life in- 
surance stood the double shock of the 
world war and the influenza pandemic 
which followed; that when others cried 
‘depression’ in 1921, life insurance was 
not conscious of any interruption of 
business. 

“Life insurance rides out the financial 
storms because it is prepared for storms. 
This preparation takes various forms, as 
witness: 

“Laws limit the investment of life in- 
surance funds to mortgages and high 
grade bonds which are first liens on 
property of stable value. 


Based on Moderate Interest 


“Life insurance contracts are based on 
the ability of the company to earn only 
3 to 3% percent on investments. That’s 
conservative and safe. It must be safe, 
for their contracts (policies) may run 


50 years or longer and no man or group 
of men can today say what a normal 
interest rate will be 20 years hence, let 
alone 50. 

“Life insurance investments are diver- 
sified. Success of a legal reserve life 
company depends not on the success of 
any one type of business, nor yet on any 
one type of investment. Investments 
area is a cross-section of the best se. 
curities available. 


Investments for Long Pull 


“Life insurance investments are 
bought for the long pull rather than for 
quick sales. Temporary depressions in 
market values have no bearing on the 
ultimate liquibility of the company’s as 
sets. Current income is always sufi- 
cient so that death claims, matured en- 
dowments, and ordinary expenses may 
be met from income. No sacrificing oj 





securities to provide current cash. 
Little Shrinkage Shown 


“The wisdom of these types of in- 
vestments is borne out by the following 
facts: 

“Farm values have been shrinking 
since 1921, yet today 87% percent of 
farm mortgages held by life companies 
are and have been meeting interest 
promptly. 

“Bond prices have tobogganed through 
forced sales by banks striving for 
heavier cash reserves and the throwing 
onto the market of collateral back oj 
called loans. But, less than % of 1 per- 
cent, probably not 1/10 of 1 percent o 
bonds held by life insurance companies 
will fail to meet their interest payments 

“Your life insurance is property—the 
one property whose values do not 
shrink and are always available at 100 
percent. Study compound interest closely 
and combine it with the investment facts 
and you will understand why this is so.” 








President Emmet May’s View 
on Educational Processes 





Life insurance men are giving much 
attention to the provision of an educa- 
tional program that will be practical. 
President Emmet C. May of the Peoria 
Life in commenting on the subject said: 

“For a long time we have had forced 
upon us from our field force the fact 
that we can not any more force an edu- 
cation on a life insurance man than we 
can on any other man and that educa- 
tion of a life insurance man does no 
more good than education does to the 
average man. In fact we have found in 
so many instances that the best edu- 
cated man is the poorest success in the 
selling of life insurance, 


Training Another Matter 


“Training is entirely another matter. 
I do think that life insurance companies 
in the past few years have spent a lot 

of money on plans of education and 
were shortsighted enough to think that 
the education of a life insurance man 
would make him successful when it is 
the training that does the job. So for 
the past two years we have been hold- 
ing our agency meetings along the line 
of training and emphasizing to our men 
that there is no way to build a life 
insurance agency except by going out 
in the old-fashioned way and getting a 
prospect and selling him a life insurance 
policy but at the same time using 
knowledge and training along with an 
awfully lot of shoe leather. The most 
successful agencies we have are the ones 
who do this kind of training.” 





School for Texas Agents 


A field school for Texas agents of the 
Old Line Life of Milwaukee will be con- 
ducted the week of March 22 by Dr. 
C. J. Rockwell. 





Major Policy Governs When 
Group Contract Is Involved 





The Texas commission of appeals is 
Wann vs. Metropolitan Life decides a 
issue over a group policy. A railway 
company was the employer and carried 
a group policy containing the total ani 
permanent disability clause. The 
sured brought suit and obtained judg: 
ment against the company. On appei 
the court of civil appeals held that tht 
certificate and rider constituted a com 
plete contract. The judgment in favot 
of the assured was reversed and rent 
ered in favor of the company on tit 
ground that the evidence failed to esta 
lish the assured was totally and perm* 
nently disabled within the provision 
the certificate. The certificate provides 
in plain language that the assured § 
subject to the terms and conditions @ 
the group policy issued to the employe 
In the rider attached to the certificatt 
reference is made to the major polit: 
The higher court holds that obvious 
the assured was not entitled to recov 
by merely offering in evidence the ct 
tificate and rider. They do not com 
stitute a complete contract. The cet 
tificate is subject to the terms and cot 
ditions of the major instrument. Is 
the face of such agreement the assur? 
had no right, without the consent of tht 
insurance company, to change this © 
tract so as to entitle him to recov 
without regard to the terms and cone 
tions of the policy expressly made! 
part of the contract. Judgments of # 
lower courts are reversed and the 
remanded. The holdings of the com 
mission of appeals is approved by the 
supreme court. 





All books used for Chart 
Underwriter degree sold by Th 
Underwriter. 
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~ Successful Plans for Financing 
Agents Outlined by L. E. Malone 
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Ten successful plans for arranging the 
financing of new and old agents were 
set forth by L. E. Malone, agency as- 
sistant of the Sun Life of Canada De- 
troit branch, before the Life Insurance 
Supervisors Association of Detroit. Mr. 
Malone spoke on “Financing New and 
Old Agents.” 

“When a prospective agent approaches 
you, first find out how he is fixed finan- 
cially, if you wish to conserve your 
time,” Mr. Malone advised. “The bulk 
of the men who want to become life 
underwriters are unable to finance them- 
selves for the necessary period and will 
probably prove liabilities rather than 
assets to your office. It seldom pays to 
finance the new agent entirely during his 
non-productive period unless he has 
special qualifications that virtually as- 
sure his eventual success. 


Must Learn Business Thoroughly 








“When a prospective agent approaches 
me, I point out to him that life insur- 
ance selling is one of the best vocations 
in the world for the hard worker but 
itis a business that must be thoroughly 
learned. I point out that it is necessary 
for him to finance himself for from three 
to six months before he begins to earn 
a reasonable income. I explain that if 
he is unable to do this properly he will 
be working under a tremendous mental 
handicap, worrying about what to say 
to his landlord on the first of the month 
and how to meet his grocery bill, when 
he should be putting his entire effort into 
becoming established in his vocation. 
Unless he has exceptional qualifications 
for the work, if he says that he can 
not handle his expenses during the early 
period the interview is concluded at once. 


Definite Qualifications Set 


“A great many people come to us for 
work merely in order to tide themselves 
over a period of unemployment. These 
people are, of course, hopeless. Then 
there are the advance artists who make 
ita business to go from one office to 
another asking for advances on expected 
earnings. As a general rule we make no 
advance to anyone who does not meet 
certain definite qualifications which we 
expect in our agents. 

“First, his past record must show that 
he has been reasonably successful in his 
previous work. Second, he must be 
sincere in his desire to make life insur- 

} ance a permanent life work. Third, he 
must not be the floater type, drifting 
trom one type of work to another as his 
lancy dictates. Fourth, he must demon- 
strate a capacity for loyalty to our or- 
ganization. 

_ “Fifth, he must prove to us that he is 


industrious. Sixth, his integrity must 
be beyond question. Seventh, he must 
| Satisty us that he is punctual and 


methodical in his work. If he can meet 
these qualifications and appears to be of 
the type than can work harmoniously 
with our organization we will finance 
him within reasonable limits if it is 
necessary. 

Determine Minimum Amount Needed 


“The next step is to determine the 
minimum amount necessary for living 
expenses for himself and his family for 
the first year or two. He must be 
willing to cut his expenses to the bone 
and his family must be equally willing 
'0 cooperate with him in this procedure 
or there is no use going ahead with it. 
‘the can meet all of these qualifications 
bo will finance him to the extent of 
*400 and will allow him to keep all com- 
Missions and renewals for two years. 

In some cases we finance as much as 
00 but in such cases require the agent 
metre to us one-fourth of his com- 
ie hendt after two years. This financing 
an ndled in periodic installments the 
; me as wages whenever it is necessary. 
whe ee loans to old agents—those 
the lave been two years or more with 

‘* Company—we supply a lump sum 


&6 





which we require to be repaid by turning 
over to us one-half of the new commis- 
sions or one-half of the renewals until 
the debt is wiped out.” 

Mr. Malone outlined a number of 
plans used by other agencies in financing 
both new and old agents. Among these 
were the note method, whereby the 
money is loaned in a lump sum secured 
by a note which is then discounted at 
the bank; the drawing account, whereby 
the agent is permitted to draw from 25 to 
50 percent of his commissions in cash; 
the personal guaranty method, in which 
the agent secures two sureties to guar- 
antee the repayment of his loan; the 
banking plan, in which the agent is in- 
troduced at the bank and must supply 
collateral to secure his loan from that 
institution; the bank trust plan, in which | 
the agent’s note is sold to the bank at 
2 percent discount and the agent is 
required to leave 10 percent of the 
amount on deposit at the bank, and the 
delayed check plan, whereby the per- 
sonal check of the agent is attached to 
all applications and the agency cashes 
the checks ten days after delivery of the 





| the bank. This was done. 


policy. Another plan mentioned by one 
of the members consists of a cash pay- 
ment to the agent of $10 for each $1,000 
of insurance he secures in place of other 
types of financing. 





Business Policy in Court 





Reformation of Policy Was Ordered 
After Agent Had Given Some 
Erroneous Information 





The Alabama supreme court had be- 
fore it a business policy where in 1926 
Bell was president of a bank. Insur- 
ance was taken out on his life with the 
bank named as beneficiary. In 1928 he 
resigned as president. The agent told 
the cashier that the bank’s insurable in- 
terest in the policy was gone and that 
to retain its interest the policy should 
be changed to Bell’s estate as bene- 
ficiary and that he should assign it to 
The assign- 
ment stipulated, “as far as his (its) in- 
terest may appear.” The agent’s advice 
was an erroneous statement of the law. 
Bell died. 

The bank brought action for the 
reformation and proceeds of the policy. 
It was contended when the policy was 
issued the bank had its insurable in- 
terest in the life of Bell and that his 











resignation did not affect the continued 
validity of the insurance for the full 
benefit of the bank, and that if no 
change had been made the bank would 
be due to receive the proceeds of the 
insurance. The Alabama supreme court 
holds that the authorities have permit- 
ted a reformation in cases where the 
distinction between a mistake of law 
and fact is not clearly and fully ob- 
served. The facts show that the inter- 
est is to the extent of the full benefit 
of the proceeds of the insurance secured 
by agreement upon a valuable consid- 
eration. But if otherwise the language 
used in the assignment is of the na- 
ture of an ambiguous expression of 
what was intended, and of such sort 
as would justify a reformation, if nec- 
essary, to accomplish the agreed pur- 
pose of the parties. Decree for the de- 
fendants was reversed. West End Sav- 
ings Bank vs. Goodwin et al. 





State Mutual Club Officers 


New officers of the Agency Club of 
the State Mutual Life are: President, 


L. R. Schauffler, Chicago; vice-presi- 
dent, R. R. Gorton, Boston; secretary, 
Bernard Swiedler, Boston; executive 


committee, I. S. Lundin, Boston; F. O. 
Janke, New York, and R. E. Handy, 
Boston. 
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Edwin A Olson, President 





ASSETS LIABILITIES 
First Mortgage Loans. .$10,363,906.78 Legal Reserve ......... $26,616,243.00 
Government, Municipal, ee and Ex- 177.233.62 
e a) ati . 4 , 9.16 pe (| Sarre ea eececes 44,409.02 
P or pager adanaa Dividends to Policyhold- 
olicy 4oans and fre- ers on Deposit........ 1,353,968.09 RS 
mium Notes ......... 6,187,515.62 Taxes and ene WZ 
Cash in Banks......... . 264,454.53 — Accrued ...........5. 160,523.18 
———— Premiums and _ Interest Uys 
Ss Ini ; j re 7? 9 
Accrued .....++++0+. ae 204,372.66 Wy 
Surplus set aside for fu- 
Net Due and Deferred . ” ture payments of Divi- 
PINE co caccucass 919,739.05 OS RES re 679,097.52 
NGO: 6c dcicivcnasss 2,150,000.00 Surplus and Contingency 
eo = Reserves ....... € .+»- 1,695,253.95 
oe) eee $30,886,692.02 BUTE Es Atea ee keeens $30,886,692.02 
SIGNIFICANT FIGURES 
eee SA i ie eaweiaeeew $181,175,115.00 
eee Pale Pre cc cccccccéecccccceces 29,673,550.00 
Gain in Insurance in Force...........+++++ 2,483,189.00 
py UP rrr rrrrrrrrrir eri ri Tt 30,886,692.02 
CE Gh Fee cinccectesccesseusccscescees 2,237,530.34 
Surplus and Contingency Reserves......... 1,695,253.95 
Sele OE es cadcnkaneetanasesseseeséncses 290,564.65 
Ratio of Actual to Expected Mortality...... % 
Total Payments to Policyholders since _ 
QOMRMEERTIOR «cccccccvcccvestvessssee 23,942,978.32 
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Pride of Ancestry 


When a man speaks with pride of 
his forebears you may be certain 
of one thing. 


Such an ancestor was a man 
or woman of distinction 
or achievement. We don’t 
brag about the failures. 


There is one certain way 
your prospect can earn 
the respect and gratitude 
of his descendants — by 
protecting them against 
poverty. 


Life Insurance does it! 
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Hundreds of Clubmen. 
proudly wear sales 
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THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY. 
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Plenty With Jobs 


(CONTINUED FROM PAGE 3) 


The Minnesota Mutual 


largest payment in any one year. 


pointed by his life insurance. Many 
have been disappointed in their banks; 
people have expected money and have 
not received it. Every man who has 
gone to a life insurance company and 
asked for money has received it if he is 
entitled to it. Out of this period, Mr. 
Randall said, life insurance’ stands 
higher than ever before. There is a bet- 
ter understanding of it on the part of 
the public. People know row better 
than ever before that life insurance can 
be depended upon. 

Mr. Randall pointed out that unem- 
ployment today is affecting only 20 per- 
cent of those usually employed. The 
remaining 80 percent is going on about 
as usual. There has never been a time 
when life insurance men were able to 
reach 100 percent of the potential 
buyers. 


Better Record in 1932 


With 80 percent of potential buyers 
having a higher appreciation of life in- 
surance and needing its service more 
than ever, the business can make a bet- 
ter record in 1932, he said. 

Dr. C. N. McCloud, medical director, 
said that deaths from heart disease have 
increased materially during the depres- 
sion. Mortality from that source is go- 
ing up rapidly among men in the middle 
or productive period of life from 45 to 
60. Many of the deaths are the result 
of hypertension or high blood pressure. 
Lack of rest, worry, too close applica- 
tion to business develop hypertension, 
he pointed out. About 53 percent of the 
heart deaths are due to hypertension, he 
said. It is the great American disease. 
Dr. McCloud said that many people 
are neglecting their health. They defer 
consulting a doctor and common colds 
develop into pneumonia. 

H. W. Allstrom, vice-president and 
actuary, announced changes in disabil- 
ity. Until last year, he said, the Minne- 
sota Mutual had made money on the 
clause but last year there was a loss. 
Waiver of premium will be continued, 
but income disability will be on the $5 
basis. Under the income form, disabil- 
ity must occur before age 55 except on 
endowments which mature at 65 or 
earlier where disability may occur up to 
maturity. Under the waiver form, dis- 
ability must occur before age 60. 
Employed women can get disability 
but it will terminate at marriage except 
for school teachers, for whom waiver of 
premium may be continued after mar- 
riage. 

The maximum income that the Min- 
nesota Mutual will grant will be $125 


per month and the maximum in the 
Minnesota Mutual and all other com- 
panies will be $400 per month. AlI- 
though doctors and. dentists have 


proved bad disability risks, the Minne- 
sota Mutual will continue to insure 
them in the hope that the smaller limits 
will be a corrective. Disability will not 
be issued to tenant farmers and farm 
laborers. It will be issued to farm 
owners who are getting along fairly well 
at one and one-half times the standard 


rate. 


New Rates Announced 


Rates will be 70 to 80 percent of the 
present rates, and there will be a six 
months waiting period. Disability won't 
be issued on amounts under $2,500 of 
insurance. 

To be a good risk, a man should be 
continuously employed for a long time 
and his income should not be subject to 
seasonal fluctuations. Income _ should 
be dependent on his own physical activ- 
ity. Income disability may run to 50 
percent of earned income for younger 
men, whose earnings will increase, but 
as the earned income gets higher and 





for Agent to See 
é paid bene- 
ficiaries $2,600,000 in 1931, which is the 


_ Mr. Randall said that no policyholder 
in the United States has been disap- 


cut to as low as 30 percent of earne 
income. 

O. J. Lacy, executive vice-presiden 
spoke in behalf of the organized sale 
plan. Mr. Lacy devotes most of fh 
attention to investment matters but hy 
keeps an eye on agency functions an 
is most popular in the field. He saif 
that the man who doesn’t change h 
sales method with the changing time 
must be charged off to premature obs 
lescence. 

President T. A. Phillips 


President T. A. Phillips analyzed t! 
disability situation. He said that dis 
ability is one of the most vexing prob. 
lems that ever entered the insurance 
business. From start to finish, he de. 
clared, it has been mishandled. It never 
had a chance to succeed. The fact was 
not recognized that the rate at whic 
people become disabled varies according 
to the amount which is paid for certain 
types of disability. 

Disability was introduced as a waiver 
of premium proposition, which was ver 
satisfactory, he recalled, but later it wa: 
enlarged to a clause paying for perm: 
nent and total disability a year afte 
occurrence with a small benefit. Then 
many other companies began to enter 
the field. They were over-confident 
got in a flowing pool and have never 
been able to get out. 

Increase in Benefits 


There has been a progressive increase 
in benefits and the companies never 
stayed long enough at one level to de- 
termine what the proper rate was 2 
that level. It was handled on a purely 





competitive basis and the question i 
insurable interest was not adequately 
taken into consideration. Insurable in- 
terest in disability meant the point be 
neath which the insured has a greater 
incentive to keep working than to live 
on the insurance company’s pay-roll 
Disability, he said, is not a matter of in- 
suring against illness. It should replace 
earned income which is dependent on 
good health and which is lost because 
of disability. 

The court decisions, he said, have 
practically rewritten the clause. Under 
present construction, if a man is so dis- 
abled that he is unable to perform sub- 
stantially all of the duties of the occt- 
pation he is now engaged in, he is per 
manently and totally disabled and onct 
he is so designated, he never gets off the 
pay-roll. Thousands of insureds art 
collecting disability although earning 
more at a new occupation than they 
were at their former occupation when 
disability occurred. He expressed the 
hope that reduction of limits to * 

would minimize the losses. a 

The losses of companies operating ™ 
New York state because of disability ™ 
1930 amounted to about $47,000,000 an¢ 
Mr. Phillips estimated that the loss ™ 
1931 would be about $60,000,000. 


Riehle’s Speaking Dates 


T. M. Riehle vice-president Nation 
Association of Life Underwriters, w 
address the Washington, D. C., associ 
tion Feb. 18 at a luncheon meeting « 
“Prospecting” and on Feb. 25 the 
Rochester, N. Y. and Buffalo, N. Y., 
sociations at a luncheon and dinne 
meeting respectively on “Cardinal Prt 
ciples.” 








Sue Guardian Foundation 


At the request of Commissioner Reté 
the Oklahoma attorney-general has filet 
suit against the Guardian Foundati® 
to enjoin it from conducting furthe 
business and to ask appointment 0 ° 
receiver for failure to qualify with = 
state insurance board under the ist” 
ance laws. 





Texas Life Pays 5 Percent 


The Texas Life of Waco will Pay ’ 
percent interest on policy proceeds 
on interest option. While the comp 
has not issued participating insuran® 
since 1925 it has allowed fully paid- 








the applicant older, disability will be 


policies to participate in earnings 
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Action Needed to Restore 


Reserves on Life Policies 
(CONTINUED FROM PAGE 3) 


a reserve can be built, but the reserve 

must be liquid, and we learned that the 

reserve asset built up in a life insur- 

ance contract forms a very liquid asset. 
Strong Creative Force 


“The creative force behind the in- 
stitution of life insurance is readily 
recognized. Life insurance is accepted 
as an institution which makes it possi- 
ble for an individual to create an estate 
for his family at the stroke of a pen, 
but this estate depends upon the un- 
expected happening which makes it ab- 
solutely necessary for the individual to 
have funds available for the discharging 
of personal obligations and the provid- 
ing for the family unit. 

“However, I want you to look at the 
institution of life insurance as a creator 
of a back-log in the individual’s living 
financial structure. See it as a reserve 
fund that can be called upon in an 
emergency during the lifetime of the 
policyholder” 

Mr. Johnson said he is honestly con- 
vinced that one of the greatest func- 
tions of the life contract to living pol- 
icyholders is that it furnishes liquid as- 
sets of policy loans. He said rather 
than being disturbed by the large num- 
ber of such loans, he is encouraged, be- 
cause this has given to a vast number 
of policyholders an additional experience 
with life insurance companies. 

Mr. Johnson said it is safe to assume 
60 percent of the $109,000,000,000 in 
force has been purchased within the 
last ten years, and until recently most 
of these policyholders had no experi- 
ence with life insurance companies other 
than the payment of premiums, taking 
on faith that the companies would ac- 
complish what they said they would. 

However, in the past two years un- 
der the most unusual conditions these 
policyholders have found that life in- 
surance actually has accomplished what 
it contracted to do and the institution 
has gained great strength and prestige 
thereby. 


Annual Statements Given 


for Various Life Companies 
(CONTINUED FROM PAGE 7) 


$93,235,849 and assets $624,804,455 as 
compared with $588,733,631 at the end 
of 1930. The new business written in 
the United States in 1931 was about 
$300,000,000. Total new business was 
about $527,000,000. In its news release, 
the Sun Life points out that the state- 
ment puts an end to rumor that the 
Sun Life was liquidating United States 
securities last year. The portfolio, com- 
pared with last year, is practically in- 
tact, except for the addition of many 
millions of government and other bonds 
bought during the year. 

Pointing out that life companies are 
more concerned with earning power of 
their investments than with market 
value, President T. B. Macaulay said 
that the income of the Sun during 1931 
Was more than $60,000,000 over dis- 
ursements. The interest earned by the 
Sun Life last year was 5.13 percent. 
The market values, according to Mr. 
Macaulay, during abnormal periods, are 
NO test of actual values. This was 
Tecognized by the National Convention 
ot Insurance Commissioners and the 
Yanadian insurance department. Mr. 
Macaulay viewed the future enthusi- 
astically, 

The amount of new business was less 
‘an 1930 and 1929, which were high 
Tecord years, but it was about $100,000,- 
00 greater than 1928. 


Guardian of New York 


The Guardian Life of New York an- 
tual statement shows gain in assets of 
Nore than 8 percent and gain of insur- 
‘nce in force equivalent to 20 percent 
the year’s pair production. Surplus 
S $4,133,380, a record. Total in force 
* $916,201,459; assets $91,819,758, an in- 





crease of $7,082,682. Exceptionally fa- 
vorable mortality of only 47 percent of 
expected was realized and despite un- 
favorable investment conditions the 
company earned 5.71 percent on mean 
invested assets. Surplus was appor- 
tioned as follows: $3,550,000 for 1932 
dividends, $90,269 against depreciation 
of home office building and other im- 
proved property, and the balance of 
$493,111 to general surplus. 


West Coast Life 


Admitted assets of the West Coast 
Life increased to $21,884,324 in 1931. 
New business written was $23,650,900. 
Total new and renewal premium income 
increased $78,648 to $4,716,004, the larg- 
est in its history. Total income in- 
creased $166,987 to $6,109,447. Business 
in force was $130,185,462. Only 6.1 per- 
cent of its assets are invested in stocks. 
Mortality experience was 53.75 percent 
of the expected, compared with 58.9 per- 
cent in 1930. 


Western & Southern Life 


The Western & Southern Life re- 
ports assets of $14,861,182, increase $9,- 
500,488, and insurance in force $765,- 
540,996, increase $12,106,883. Progress 
of the company is held due to the con- 
servative investment policy sound un- 
derwriting and service to policyholders. 


Exhaustive Analysis Is Way 
to Solve Selling Problem 


(CONTINUED FROM PAGE 5) 

“Do not flinch physically, but create 
the idea by your action, by your eyes, 
that you expect him to sign,” Mr. Dorr 
said. “In this way you make it easier 
for the prospect to buy even though he 
feels that he has been beaten down in 
his own argument, 


Direct Question Hazardous 


“I know of many cases that have 
been closed which might not have been 
if a direct question had been asked of 
the prospect. The close is usualy a 
matter of trial, of further convincing 
on a minor issue, of second trial, of 
second convincing on another minor is- 
sue, and of third and last trial with the 
use of a little force. 

“On the third attempt force may be 
used in a good natured manner which 
will never irritate the prospect nor 
arouse his antagonism, but compliment 
him on the value of his time.” 


Presentation to Marvin 


J. M. Blake, manager field service de- 
partment of the Massachusetts Mutual 
Life, also spoke. President C. D. Con- 
nell of the association presented to R. 
S. Marvin of the McNamara agency of 
the Guardian Life the two cups offered 
by the organization and the Life Man- 
agers Association for the agent in the 
Life Insurance Day contest who wrote 
the largest amount and the greatest 
number of lives. Mr. Marvin wrote 
$155,000 on 30 lives, 24 of which were 
prepaid. 


New York Led Procession 


New York was far away ahead of any 
other state in new business last year for 
the Massachusetts Mutual, its figure 
being $48,367,061. Illinois came next 
with $19,082,140. Pennsylvania was 
third with $16,365,255, and Ohio next 
with $15,338,467. Massachusetts and 
Michigan were neck and neck, Michigan 
producing $14,861,253, and Massachu- 
setts $14,713,958. Next came New 
Jersey with $10,817,094. 


New World Changes Disability 


The New World Life on Feb. 1 changed 
disability rules. Income disability of 
$10 a month per $1,000 now is issued 
only to male applicants up to age 50. 
The benefits cease at 55. Maximum 
limit of income in all companies is $250 
a month. Waiting period is six months. 
On female risks up to age 50 waiver of 
premiums will be issued, the benefit 
ceasing at 55. 
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Increased Efficiency 





Organized presentations 
that get better results with 
shorter interviews enable the 
Fieldman to organize his time 
and effort for greatest efh- 
ciency. 

Guardian Fieldmen have at 
their disposal field-tested tools 
which build successful sales. 
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Wanamaker’s Tribute to Life Insurance 


One of the effective Life Insurance Day 
displays was in one of the windows of the 
WANAMAKER department store of Phila- 
delphia. It was particularly appropriate 
that WANAMAKER’s should have an exhibit 
of this kind because JooHN WANAMAKER, 
the founder of this great emporium, was a 
great believer in life insurance. Indeed it 
has been said that had it not been for his 
life insurance Mr. WANAMAKER would 
have been unable to carry out the project 
he had in mind. 

In the display were two statements from 
Mr. WANAMAKER. On one easel carrying 
a message was this expression from him: 


“IT do not know men who are more worthy 
than the men who have enrolled to do 
good work in a life insurance company.” 

Another expression from Mr. WaANa- 
MAKER in the same display read, “I think 
I would take a journey to San Francisco 
just to shake hands with the man who 
started me in life insurance if he were 
living.” 

Such declarations coming from a man of 
Mr. WANAMAKER’S wide experience and 
standing, one who had made so great a 
success in business and civic life, are worth 
remembering. They also should give 
agents renewed pride in their work. 


Went Over the Top in 1931 


Ir woutp be interesting to make an 
analysis of the various life agencies in 
the country, study their records for the 
last five years and compare them with 
last year. In spite of all obstacles some 
agencies went over the top in 1931. Per- 
haps there was some peculiar cause why 
this could be. Yet as one analyzes the 
records he is compelled to reach the 
conclusion that the whole organization 


was alive to its opportunity, worked 
harder, put in more hours and took its 
job more seriously. 

For instance, the MAssacHusETTts Mu- 
TUAL in reviewing its 1931 business finds 
that seven of its agencies produced more 
business than in any previous year. They 
are St. Louis, Philadelphia, Milwaukee, 
Washington, Greensboro, Lincoln, Neb., 
and Topeka. 


Helping the Man with the Rate Book 


Just how far should a home office 
official allow his name to be used in con- 
nection with life insurance solicitation if 
an agent finds his influence is worth while? 
For example, an agent in going over his 
prospects discovers that the president of 
his company is personally acquainted with 
this man. If the agent can use the presi- 
dent’s name or had a letter from him it 
would almost clinch the bargain. Is it un- 
dignified for a company president to write 
such a letter to a friend? That depends. 

Some presidents will not move a hand, 
thinking that it is undignified for them to 
write a letter that will help an agent, 
especially where the agent is to see a 
friend. Other presidents realize the fact 
that these are tough days. Solicitation of 
life insurance is not easy. The buyers are 


fewer. Men have been crippled in the great 
financial disaster. Sales resistance is 
strong. 

It would not be amiss for company offi- 
cials to unbend a bit if they find they can 
help the men out in the field. Agency 
managers do not hesitate to tell agents to 
get prospects from their own friends. That 
means that a friend is recommending the 
agent or sending him to an acquaintance. 
Agents need every possible assistance they 
can. There are instances where a com- 
pany president does feel a delicacy in send- 
ing a letter to a friend. He is justified, 
of course, in holding aloof under such cir- 
cumstances. On the other hand, there are 
plenty of opportunities where he could be 
of substantial assistance to the chap out on 
the firing line. 








Olney. R.. Gillogly, general agent 
Midland Mutual Life, Zanesville, O., 
representative in the Ohio legislature 
from Muskingum county, has an- 
nounced his candidacy for renomina- 
tion on the Democratic ticket. Mr. Gil- 
logly was active in connection with in- 
surance legislation in the last session of 
the legislature. 


C. F. Hobbs, Kansas commissioner, 
has formally announced his candidacy 
for the Republican nomination for his 
third term. There has been no out- 
standing candidate announced in oppo- 
sition as yet. 

Samuel B. Love is being felicitated 
upon completing 25 years as manager 
for the Mutual Life of New York. He 
started as manager at Memphis in 1907. 
Five years later he was transferred to 
Richmond, where he has been manager 
ever since. His territory includes most 
of Virginia. 


Elbert Storer of Indianapolis, presi- 
dent of the National Association of Life 
Underwriters, addressed Texas life un- 
derwriters’ associations on Monday, 
Tuesday and Wednesday of this week 
at Dallas, San Antonio and Houston 
respectively. On his return trip he will 
stop at Tulsa and Oklahoma City. He 
is also booked for Grand Rapids, Mich., 
March 7, and Fort Wayne, Ind., 
March 24. 

A. L. Saltzstein, general agent New 
England Mutual at Milwaukee, attended 
an executive board meeting of the 
Union of American Hebrew Congrega- 
tions in Newark. The board, which 
meets once a year, is composed of out- 
standing Jews from every part of the 
country. 


Eugene W. Dees, 54, state manager 
of the Pan American Life at Jackson, 
Miss., died from a cerebral hemorrhage, 
after being suddenly stricken in a hotel 
lobby there. Mr. Dees had been in ill 
health for several months and only re- 
cently returned to Jackson from his old 
home at Amite, La., where he was under 
the care of physicians. 


R. B. Coolidge, Aetna Life, president 
of the Cleveland Life Underwriters, will 
fill several February dates before the 
sales Congresses of the Canadian Asso- 
ciation of Life Underwriters and others 
in the Canadian northwest. He will 
return to Cleveland about March 1 in 
time for the northeast Ohio sales con- 
gress. 


Joseph C. Gorton, Hartford manager 
of the Connecticut General Life, will 
celebrate his 50th anniversary with the 
company March 6. No one is living 
today who was affiliated with the com- 
pany when Mr. Gorton entered on his 
long career. In his honor all general 
agencies of the company are putting on 
a one month’s drive for new business. 
On the first day of the campaign more 
than $2,100,000 of new life business was 
written. 

When Mr. Gorton started with the 
Connecticut General there were four 
clerks in the company. The annual 
statement of 1882 showed slightly under 
$6,000,000 insurance in force compared 
with more than $1,200,000,000 today. Mr. 
Gorton’s agency now has more than five 
times the insurance in force than the 
company had in 1882. 


A. I, Vorys, former superintendent of 
insurance in Ohio, now director of the 
Western & Southern Life group and of 
the Ohio Farmers, is confined to his 
home by illness. Mr. Vorys has been 
away from his office for several weeks. 


A. C. Utter, state agent for the New 
England Mutual Life in Michigan, is 
starting his 40th year with that com- 


pany. He started as cashier of the 
Michigan state agency of the New Eng- 
land Mutual in Detroit in 1892, and in 
1901 went to the home office, where he 
was assistant superintendent of agen- 
cies for four years, returning to Detroit 
in 1904 as state agent. Mr. Utter has 
taken an active part in association work 
for many years. He is a past president 
of the Life Underwriters Association of 
Detroit and has served several terms as 
a director of the Life Managers Associa- 
tion. 

C. W. Cammack, Sr., general agent 
in Huntington, W. Va., for the John Han- 
cock Mutual Life, recently celebrated his 
40th anniversary of service with the 
company. Forty guests sat down for 
dinner at his house. They included First 
Vice-President R. K. Eaton and Field 
Representative G. A. Adsit, General 
Agents Wischmeyer of Cleveland, Ralph 
Hoyer of Columbus, H. A. and H. §, 
Stout of Dayton, O., W. B. Ackerman 
of Cincinnati, C. E. Bell, veteran agency 
supervisor in the Columbus, O., agency, 
who supervised Mr. Cammack’s work 38 
years ago, and Charlotte Daft, secretary 
to Mr. Cammack for 29 years. Mr. 
Cammack’s younger son, C. W. Cam- 
mack, Jr., was toastmaster. 

In ‘addition to his organization work, 
Mr. Cammack has written and placed 
approximately $10,000 a week in new 
business during his career. He has been 
general agent for the company since 
1917 and since 1928, has had for a part. 
ner his son, H. H. Cammack. 








Policy’s Double Service 


Shown in Hard Times 





Important features in the story which 
life insurance salesmen should tell their 
prospects this year are the concept of 
life insurance as good property, the 
ideas of building up individual financial 
reserves and of replacing depleted re- 
serves, Oliver Thurman, vice-president 
and superintendent of agencies Mutual 
Benefit, told members of the M. B. 
Ames organization, Norfolk agents for 
the Mutual Benefit, at a dinner follow- 
ing an agency meeting. 

“The experiences of the past two 
years,” he said, “have been an impres- 
sive demonstration that the service of 
life insurance is a double service, to 
provide protection for those who would 
suffer financial loss because of an in- 
dividual’s premature death, and to pro- 
vide cash for the individual himself. 


Reserve Idea Renewed 


“Historically, the life insurance which 
has been a fundamental part of the 
country’s financial structure, is that 
carry ing full reserves. People are com- 
ing back to a renewed appreciation of 
that type of life insurance. They wil 
become increasingly sympathetic to the 
idea of conserving present reserves, fe 
paying loans to replace reserves, and 
building up new reserves.’ 

“The year will be one of reconstruc 
tion, he said. Citizens are planning 
foundations of new fortunes, rebuilding 
financial structures shattered or weak 
ened recently. In this reconstructio® 
life insurance will take an importast 
part. 

The institution of life insurance ha 
proved itself again to the American pub- 
lic as a dependable strength in nect 
sity. During 1931 the money which 
American life insurance companies, paid 
to living policyholders and beneficiars 
was almost 30 times the sum of ¥ 
Hoover’s $90,000,000 unemployment re 
lief fund. 

The idea that life insurance is good 
property has been strikingly demo® 
strated and there is no doubt but that 
in the rebuilding of financial reserv® 
life insurance will be widely used. 
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LIFE AGENCY CHANGES 














Hahne With the Home Life 





Gets General Agency at Newark, N. J.— 
Resigns as Wichita Manager of 
Lincoln National 





E. A. Hahne has been appointed by 
the Home Life of New York as general 
in Newark, 


agent with offices in the 





E. A. 


Military Park building. He was born 
and educated in Ohio, and was gradu- 
ated from the University of Cincinnati 
law school and was admitted to the bar. 
He began his life insurance career as an 
agent for the Lincoln National Life. 
He was an outstanding personal pro- 
ducer his first year and later was made 
state supervisor in Texas. Later he 
was made branch manager at Wichita, 
Kan., which post he has just resigned 
to take the Newark general agency for 
the Home Life. 


L. B. Chambers 


L. B. Chambers, general agent of the 
Minnesota Mutual Life at Huntington, 

Va., has been appointed general 
agent at Corpus Christi, Tex. 


HAHN 





Bryson Loughridge 


Bryson Loughridge, president of the 
Life Insurance Supervisors Association 
of Detroit, has been appointed assistant 
manager of the Detroit ordinary agency 
of the Prudential, under F. L. Klingbeil, 
who went to Detroit as head of the 
agency in October, 1931, after having 
been superintendent of Cleveland No, 2 
district. 

_For the past three years Mr. Lough- 


Life of New York. He had previously 
spent three years as home office inspec- 
tor covering Michigan, Ontario and 
parts of Ohio and Indiana for the same 
company. 





Walter M. Seitz 
Walter M. Seitz has been appointed 


general agent for the Franklin Life 
at Tulsa, Okla., with office in the 
Exchange National Bank building. He 


will supervise the eastern Oklahoma ter- 
ritory. 

For the past two years he was district 
manager for the Kansas City Life at 


Houston, prior to which he was state 
supervisor for the Reliance Life in 
Florida. 


Ricks Strong 


Ricks Strong, who has been manager 
of the Memphis office of the Missouri 
State Life, has been appointed man- 
ager of the company at Columbus, O. 
Mr. Strong’s territory will include all 
the state except the Cleveland area. He 
will have supervision over Cincinnati. 
He has been connected with the Mis- 
souri State for 10 years. He was for- 
merly manager at Little Rock and then 
was transferred to Memphis. 


James Koslow 


The Old Line Life of Milwaukee has 
appointed James Koslow as_ general 
agent at Detroit. Mr. Koslow has been 
in the insurance business in that city for 
a number of years. 


Marcel Dreyfus 


The Commonwealth Life of Louisville, 
which has just entered Ohio, has ap- 
pointed Marcel Dreyfus of Youngstown 
manager for the northeastern section of 
the state. 





Life Agency Notes 











Elmer W. Staugler, formerly with the 
Ohio National Life in Cincinnati, has 
joined the Federal Union in Dayton, O. 

The Continental American Life has ap- 
pointed David Moskowitz and George J. 
Ainbiner district managers in Newark, 
with offices in thé Academy building. 
The Equitable Life of New York has 
opened a branch office at 310 First Na- 
tional Bank building, Olean, N. Y., under 
the management of B. R. Madigan, as a 
unit of the Buffalo agency. 

David H. Zimet has been appointed dis- 
trict manager of the Equitable Life of 
New York at San Jose, Cal., succeeding 
Lloyd Trousdell, resigned. He has been 
with the company in San Francisco for 





ridge has been educational director of 
the Ballou general agency of the Mutual 


less than a year and had had no previous 
life insurance training. 
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New Tae Is Now Adopted 


Inter-Southern Life Directors Elect C. 
G. Arnett, Chairman of Board— 
Johnson Executive Vice-President 


Officers other than a president were 


named by directors of the Inter-South- 
ern Life. The new office of chairman 
ot the board was created, and C. G. 
Arnett, who has served as president for 


areal years, was named to this post. 
oat oftces of actuary and one vice- 
ss ent were consolidated and also the 
ces of secretary-treasurer, while the 
- Posts of executive vice-president 
4 mond president in charge of real es- 
ere created. 
4 ner than Mr. Arnett, the new 
Ts are: Executive vice-president, C. 
Johnson, Chicago, vice-president Se- 








vice-president and actuary, 
Burton Van Dyke, former actuary; sec- 
retary-treasurer, C. J. Simmons, Chi- 
cago, attorney; vice-president in charge 
of real estate, J. M. McTeer. Mr. 
Simmons became a director Jan. 27. 

The executive committee is composed 
of M. J. Dorsey, Chicago, president Se- 
curity Life; C. E. Johnson, Ellsworth 
Regenstein, Cincinnati; Maj. Austin Kin- 
naird, E. F. Peter and C. G. Arnett, 
Louisville. 

W. W. Moore, vice-president, and C. 
B. Nordeman, secretary, who have 
served the company a quarter of a cen- 
tury or more, were retired and pen- 
sioned. Julian Erwin, who served as 
treasurer and was in charge of the legal 
department, was not elected to office 
but will serve, it is understood, in a 
legal capacity with the general counsel. 

Whether the office of president will 


curity Life; 





be filled by the next meeting or left 


























FULFILLING 
A DEFINITE PLACE 
IN HUMAN ENDEAVOR 


The urge to acquire comfort, happiness and security 
is the motive from which springs the great driving 


energy of man which brings him success. 


strong is t 
ments for t 


Life 


fulfilli 


cause 


nition, 


Just 
he desire to perpetuate his accomplish- 
he benefits of others. 


safest means of 
And be- 


this fact is now coming into greater reeog- 


insurance is the surest, 
ing this latter human endeavor. 


men and women are more and more in- 


vesting in life insurance. 


This existing condition has created a wonderful 


opportunity for the person who sells life insur- 


ance. 
realiz 


somet 


The 


trious 


this renewed demand for life insurance. 


He is offering the public something they 
e as a necessity, something they want, and 
hing they can afford to pay for. 


Great Southern offers ambitious, indus- 
men an excellent opportunity to profit by 
Our 


contract is direct with the home office, it provides 


a libe 
newal 
home 


tages 


ral first year and exceptionally large re- 


commission and thoroughly complete 


office cooperation. Eleven other advan- 


of being a Great Southern Agent are ex- 


plained in our booklet, “The Career, the Com- 


pany 


and the Man.’’—Write to the home office 


for your copy. 


GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E. 


HOU STON 


P. GREENWOOD - PRESIDENT 
TEXAS. 
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NORTH AMERICAN 


ratio of assets to 


Interested agents 
should write direct to the Agency Department 






John H. McNamara 


Founder 


of Chicago has 





not now under 








YEAR—25 


YEARS 


Paul McNamara 
Vice-President 


Unquestioned Strength 


In 1931 an increase in paid business over 1930 by 8% 
liabilities of $120 to $100 


In the last 12 years the North American Life 


more than doubled its insurance in force 
increased surplus 35 times 
multiplied its assets 3!/2 times 


contract 


OF SERVICE 














—is a producer 

—is, of course, honest 

—has three years of experience 
—needs no financing 

—is seeking opportunity 





will be offered to 


WHO 


—will WORK 
—can organize 
—needs no drawing account or 


salary 


An UNUSUAL Contract 
An UNUSUAL Man 


—needs no office expense 


BUT 


WHO will accept Home Office help in the appointment of new Agents 
under him for whom he will not be responsible financially and yet on 
whom he will receive overwriting Commissions as high as 4 

thousand and long time Renewals. 


per 


THE COMPANY-—is rated “A” by Best. Its rates for 
Insurance are extremely low 


(Age 35 Ordinary Life Net Cost 
First year per thousand $17.85) 


It writes all latest forms—Participating only—includ- 
ing an improved Family Income form; also Juvenile. 
Has over $135,000,000 in force. 


TERRITORY—The Company desires especially to de- 
velop Indiana, Illinois, North Carolina and Texas. 


ASSISTANCE—Experienced field men to help the 
man selected to build a real agency in which the Re- 
newals are NON-FORFEITABLE. 


WE WANT AN UNUSUAL MAN 


UNLESS you have no present connection, or you have a real reason 
for leaving your present connection and are not at fault yourself, we 
are not interested. Write fully about yourself. We will not communi- 


cate with references until after interview. Write U-50, The National 








open for a time could not be learned, al- 
though it was indicated that a president 
could probably be named at a meeting 
on March 3. 

It was understood that the special 
committee named the previous week to 
offer a slate, to arrange salaries, a 
budget program and offer suggestions 
for company operations, turned in a re- 
port calling for the most rigid economy 
in operations, and on a basis that will 
save the company a good many thou- 
sands of dollars within the next few 
years. Costs have been slashed down 
to reasonable figures in keeping with 
today’s conditions, and a plan of putting 
the Inter-Southern Life on a _ basis 
whereby it can make some money was 
adopted. 

Will Cut Out Dead Wood 


Before and following the meeting, dis- 
cussion indicated that the Security Life 
of Chicago interests, which control the 
Inter-Southern Life, have as their ob- 
jective a program under which it was 
planned to make a real company out of 
the Inter-Southern, starting by cutting 
away unnecessary salaries and positions, 
dead wood, duplicate effort, etc., and per- 
haps withdrawing from some states or 
territories where present business does 
not justify the expense that the com- 
pany is under in remaining. It was in- 
dicated that the company would prob- 
ably operate in fewer states, but work 
these states harder. 

Messrs. Johnson, Simmons and Van 
Dyke will be in active charge of the 
company, Mr. Johnson dividing his time 
with the Security Life. Mr. Simmons 
is a former Washington, D. C., attor- 
ney who for a time was assistant dis- 
trict attorney in New York and for a 
year has been connected with the Se- 
curity, doing legal work. Mr. Van 
Dyke has been actuary of the Inter- 
Southern and connected with it 20 
years, 


Plans of Reserve Loan Life 





Has Completed 35 Years of Continuous 
Service and Will Make Drive for 





March 2 will mark the completion of 
35 years. of service of the Reserve Loan 
Life of Indianapolis. The important 
question confronting the insuring public 
today, as viewed by the Reserve Loan 
Life, is “security.” With the failure of 
so many banking institutions, the peo- 
ple are naturally looking elsewhere for 
a new field of investment and security. 
The Reserve Loan Life has maintained 
its record of immediate service to its 
policyholders throughout the stressing 
periods of 1930 and 1931, and ended the 
latter year with a gain in surplus. 

The official family of the Reserve 

Loan Life announces its intention of 
launching a definite drive for new busi- 
ness in 1932, believing the time has 
come to modify the old conservative 
policy to some extent. 
_ A_25 percent increase in new business 
in January over the same month of 
1931 appears to be a very encouraging 
start for the campaign for 1932. New 
business received so far in February 
far exceeds the amount received during 
the same period of 1931. 


Interstate L. & A. Putting 
Younger Men in the Field 


CHATTANOOGA, TENN., Feb. 11. 
—The good results obtained last year 
by the Inter-State Life & Accident ar 
attributed by Dr. J. W. Johnson, presi- 
dent, primarily to increased sales effi- 
ciency brought about by substituting 
younger men in the field. He states 
that his preference for younger men is 
for field work only. For executive posi- 
tions he prefers the older men. 

_In line with the new policy, prac- 
tically every district manager of the 
company was changed. Under the new 
lineup, 144 are between ages 20 and 30, 




















100 between 30 and 40, 39 between 40 


and 50 and only 11 over 50 years of 
age. Of the assistant managers, 15 are 
between 20 and 30, 16 between 30 and 
40 and only six over 40. Of the dis- 
trict managers, 15 are under 40, 10 be- 
tween 40 and 50 and only three over 50, 

At the annual meeting, Taylor R. 
Durham was added to the board and G. 
K. Henshall was elected manager of 
agencies. All other officers were re- 
elected. 





American Union Life Elects 


Two New Men on Its Board 





Two new directors have been elected 
on the board of the American Union 
Life of St. Joseph, Mo. They are George 
Brandeis of Omaha, president of J. L. 
Brandeis & Son, the department store 
people, and C. C. George, Omaha realtor 
Both are directors of the Omaha Na- 
tional Bank. President Walter W. Head 
of the Morris Plan Bank is chairman 
of the board of the American Union; H. 
E. McPherson, vice-president and secre- 
tary; V. M. Schewbert, superintendent 








of agencies. It gained $1,300,000 in in- 
surance in force. It is operating in Mis- 
souri, Iowa, Kansas, Nebraska and 
Illinois. 

In outlining the growth of the com- 
pany during the past year, Chairman 
Head told the directors: “A progressive 
life company is a great asset to any com- 
munity. And the American Union Life 
is playing its part in contributing to the 
growth and welfare of St. Joseph. With 
the growth of the institution, large dis- 
bursements are being made, both in the 
form of salaries and benefits to policy- 
holders.” 





Northwestern National Record 


With a January production of $5,190; 
396, the Northwestern National Life of 
Minneapolis ended the first month of 
1932 showing a gain of 8 percent in 
new business over the same month of 
last year. In chalking up this total, it 
made the sixth consecutive month in 
which new business production has ex- 
ceeded that of the corresponding month 
of the previous year. The White & 
Odell agency, Minneapolis, with a total 
of $1,159,982 topped the agencies for 
the month, followed by the T. H. Cun- 
mings agency, Detroit, second. 





Connecticut General Promotions 


George Goodwin, assistant secretary 
of the Connecticut General Life, is made 
secretary of the accident department 

G. Smith has been made assistant 
secretary of the company. 

Mr. Goodwin went to the company 
in 1912 from the accident department 0! 
the Aetna Life and for the last two 
years he has been chairman of the gov 
erning committee of the Bureau of Per 
sonal Accident & Health Underwriters. 
Mr. Smith joined the Connecticut Gen 
eral on graduating from® Yale in 1923. 


Stockholders Reject Merger 


OKLAHOMA CITY, Feb. 11.—The 
proposed consolidation with the Income 
Life of Kentucky was voted down by 
stockholders of the Lincoln Life & 
Accident at a meeting here last wee 
The consolidation had been favorably 
voted upon by officers of both comp 
nies and ratified at a meeting of stock 
holders of the Income Life but th 
Oklahoma City company’s stockholders 
preferred to keep the company heat 
quarters here. 





Receivership Again Denied 


Judge Stanley Struble, sitting in th 
common pleas court at Cincinnati, ha 
refused to appoint a receiver for th 
Knights Templar & Masonic Mutual 
and its proposed successor, the Cinci 
nati Mutual Life, as petitioned for bY 
G. S. Klock, Albuquerque, N. M. Som 
time ago the same attorneys who fr? 
resent Klock obtained the appointmet 














of a receiver for the company at Pome 
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roy, O., but the appointment was set 
aside when the case reached the Ohio 
supreme court. 


Lincoln Liberty Change 


Edwin N. VanHorne, president Con- 
tinental National bank, was elected 
treasurer of the Lincoln Liberty Life, 
Lincoln, Neb., at its annual meeting. 
He succeels W. E. Barkley, elected a 
year ago, who in turn succeeds Don L. 
Love on the board. Fred C. Foster 
of Lincoln was named director to suc- 
ceed E. E. Good, deceased. The com- 
pany ended the year with $24,235,000 in 
force, an increase of $717,000; new busi- 
ness, $6,247,000; total income, $1,293,105, 
an increase of 17 percent; assets, $3,- 
668,497, an increase of $718,520. No 
reduction in dividends will be made this 
year. 


Olds Leaves Great Republic 


Following the recent change in own- 
ership of controlling interest of the 
Great Republic Life of Los Angeles, F. 
B. Olds, who has been with the com- 
pany since 1917, has resigned as secre- 
tary-treasurer, He has held this office 
for 12 years, with direct supervision of 
the home office clerical staff. Mr. Olds 
was presented with a beautiful silver 
loving cup by his associates and the 
home office employes. 

He is succeeded as secretary by T. H. 











White, vice-president, while S. A. Apple 
was elected treasurer. 





Bankers Gains 30 Percent 


New business production for 1932 
started off with a rush for the Bankers 
Life of Iowa. New business in January 
was approximately $7,500,000, a gain of 
30 percent over January, 1931. New 
business for February also started in a 
way to indicate a record production. 
February is “Storer month” with the 
Bankers Life in honor of Elbert Storer, 
Indianapolis general agent, president 
National Association of Life Under- 
writers. 


Minnesota Mutual Promotions 


Frank L. Keenan, supervisor of the 
Minnesota Mutual Life in the midwest- 
ern division, has been promoted to 
manager of the division. It gives him 
control over Missouri, Kansas, Iowa, 
Nebraska, South Dakota, with head- 
quarters at Kansas City. 

Evan J. Evan, supervisor for the mid- 
eastern division with headquarters at 
Indianapolis, also is promoted to man- 
ager. 


The Atlas Life of Wheeling capitalized 
for $200,000 has been issued a charter by 
the secretary of state. 
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Green Signal Club Will Meet 


Illinois Life’s Home State Organization 
Holds Annual Gathering This 
Week—Stevens to Talk 





The Green Signal Club, the home 
state organization of the Illinois Life of 
Chicago, will have its annual meeting 
at the Stevens hotel in that city Satur- 
day. President R. W. Stevens will give 
one of the main talks, he taking the 
subject, “More Work and Less Gos- 
sip.” Vice-president J. F. Williams, 
who is head of the agency department, 
will speak on “Agency Development.” 
Secretary B. J. Stookey will talk on 
“Conservation” nad Dr. George Cullen, 
medical director, will give some of the 
medical problems. Agency Organizer 
C. F. Merrifield is on the program as 
is E. J. Hutchinson of Champaign, 
manager of the east central Illinois 
agency. The president of the club is 
T. J. Harbaugh of the east central IIli- 
nos agency. W. F. Sandifer, president 
ot the southwestern department club at 
\ansas City, will bring greetings from 
his organization. The first vice-presi- 
ent of the Green Signal Club is Thor 
Norberg of Chicago; second vice-presi- 
dent W. T. Whitehead of the home of- 
ice agency, and the third vice-president 
J. E. Polka of Chicago. R. W. Stevens, 
Jr, is secretary. 


Rockwell Conducts School 


_ Dr. C. J. Rockwell conducted a three- 
“ay school at the annual agency meet- 
ing ot the Farmers & Bankers Life in 
Wichita. 

More than 100 representatives from 
"ne mid-western states were in attend- 
— his is the third year that Mr. 
Xockwell has conducted a similar school 
ir the Farmers & Bankers. H. K. 
rere president and Frank B. Ja- 
cobshagen, secretary, were in charge of 
he meetings, 





Northwestern National Convention 


..... agency convention of the North- 
St = National Life will be held at 
largest sours: , Fia., March 8-11. The 
Whit delegation will be from the 

e & Odell agency in Minneapolis, 
The next will come 





from H. O. Wilhelm & Co., Omaha, 
which will be represented by 12, The 
Texas state agency will send seven and 
the A. W. Crary agency at Fargo, N. D., 
and T. H. Cummings at Detroit, five 
each. 





Detroit Life Group to Cuba 


President John A. Reynolds of the 
Detroit Life, with 30 salesmen and sev- 
eral company officials, sailed from New 
Orleans Saturday on the Standard Fruit 
steamship Amapala, for a 12-day cruise 
to Cuba and the Panama Canal. In the 
group were Morris Fishman, vice-presi- 
dent Detroit Life; Lester B. Arwin, as- 
sistant to the president, and Hugh L. 
Walker, vice-president. 





Sectional Meet at Atlantic City 


A sectional meeting of agents of the 
Lincoln National Life east of the Mis- 
sissippi will be held at Atlantic City 
Feb. 23-25. A number of officers of 
the company will be in attendance and 
make addresses. 


Propose “Premium” Method 
of Paying Medical Costs 





Life insurance is being taken as the 
model for a proposal to systematize 
medical care in this country by putting 
it on a basis of regular and orderly 
payments similar to life insurance pre- 
miums. The plan comes from the 
Committee on the Cost of Medical Care 
and is announced by the Department 
of the Interior. Miss Mary Dublin 
makes the suggestion in a paper sub- 
mitted to the committee, urging that 
such a method might remove some of 


the difficulties attendant upon the 
present system of medical care and 
costs. She presents that $3,000,000,000 


is spent annually in this country for 
medical care, compared with $3,600,- 
000,000 invested in life insurance every 
year, and that the public pays premiums 
far more easily than medical bills. Pa- 
tients might be relieved from the bur- 
den of heavy costs of medical care if 
a methodical system of payment were 
worked out, she said. A report to the 
Department of the Interior was made 
by Secretary R. L. Wilbur, who is 
chairman of the committee. 
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THE FORMULA OF SUCCESS 


| INSURANCE can be explained in plain, everyday language. 
The facts can be simply stated. People need to be told about life 
insurance by one who knows life insurance and its adaptability. Sales- 
men of integrity, ability and courage who will work systematically and plainly state 
the facts of life insurance service will be Masters of their craft and successful. 


Tas Murvat Lirs or New York, with its long history of increasing success, offers 
opportunity. It writes Annuities and all Standard forms of life insurance. Double 
Indemnity Benefits. It has many practices to broaden and expedite service for Field 
Representatives and for Policyholders. 


engaging in life insurance field work as a career of broad 


Those contemplati 
vement are invited to apply to 


service and personal a 


The Mutual Life Insurance Company 


of New York 


New York, N. Y. 


34 Nassau Street 


DAVID F. HOUSTON GEORGE K. SARGENT 
President Vice-President and 








18 





THE 





NATIONAL UNDERWRITER 





February 12, 1932 













































it matures. 





SOMETHING NEW tna JS NE W 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 


Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri 


» | NTERSTATE RESERVE 
LIFE INSURANCE 


A Mutual Legal Reserve Life Insurance Company 
Ten East Pearson Street : : : 


PROTECTION 


COMPANY 
Chicago 




























Desirable terri- 
in 












Prosperous 


Writing all standard forms of participat- 
ing and non-participating insurance con- 
tracts. Liberal and profitable contracts 
offered dependable men who desire 
success. 

S. M. Cross, President 


COLUMBIA LIFE 


INSURANCE COMPANY 


Cincinnati, Ohio 





CasseyY PROOPS . . . «0. 





The Los Angeles Life Underwriters 
Association, supplemented by a number 
of civic leaders, is endeavoring to in- 
terest delegates who will attend the con- 
vention of the National Life Under- 
writers Association in San Francisco in 
August, to go by way of Los Angeles 
and see the Olympic games which will 
immediately precede the date of the 
National meeting. On the visit of 
Managing Director R. B. Hull of the 
National Life Underwriters Association 
to Los Angeles, R. A. Brown, president, 
who is chairman of the million dollar 
round table, presided. President Brown 
had gathered together a representative 
group of civic leaders, each of whom 
spoke on some phase of the coming 
Olympiade. Maynard McFie_repre- 
sented the official Olympic games com- 
mittee. William May Garland, chair- 
man, outlined the facilities of Los An- 
geles to take care of those who attend 
the games. Carrie Jacobs Bond, song 
writer, spoke of the significance of the 
games in furthering international under- 
standing. Ernest Van Pelt, publicity 
director of the Metro-Goldwyn-Mayer 
studio, introduced Miss Anita Page, one 
of the younger film stars, and Jean 
Hersholt, prominent in film land. Percy 
Askam, widely known for his part in 
the “Desert Song,” participated in the 
program. 

x * * 

An interesting study program on 
life, fire, accident, liability and other 
forms of coverage has been arranged 
by Miss Alice Lakey of Newark, pub- 
lisher of “Insurance” and chairman of 
the insurance committee of the Gen- 
eral Federation of Women’s Clubs. 
The program has been arranged for 
senior and junior women’s clubs and 
wherever possible speakers can be 
obtained through Miss Lakey. The 
purpose of the program is to keep be- 
fore the members of the women’s clubs 
the financial safeguards for the home 
through insurance. 

* * * 

A. S. Christenson of the insurance 
section division of commercial laws, 
United States Department of Com- 
merce, figures that the life insurance in 
force throughout the world is $147,000,- 
000,000. Since 1924, statistics show that 
there was an average yearly increase of 





about 12 percent. The largest yearly 
increase was in 1928, $12,000,000,000. 
There has been a perceptible drop in 
percentage of increase but the total 
amount in force generally throughout 
the world remains about the same, Eng- 
lish speaking countries carry 85 percent 
of the life insurance total. The United 
States leads by far in volume. The 
United Kingdom is second with about 
$12,000,000,000 and Canada next with 
$7,000,000,000. Japan reports a total oj 
$4,000,000,000. Germany comes fifth. 
Japan has increased its insurance in 
force 1,277 percent since 1905. Australia, 
Sweden, France, the Netherlands and 
Italy are the other countries now hay- 
ing life insurance in force in excess of 
$1,000,000,000. Chile has shown a large 
increase following new insurance legis- 
lation. Argentina, Brazil, Cuba and 
Venezuela have made great progress in 
recent years in the sale of insurance. 
The amount of insurance per capita 
throughout the world varies from % 
in India to $843 in the United States, 
according to the report. Canada comes 
next with $640, New Zealand $358, Aus- 
tralia $273, United Kingdom $266. 


* * * 

The Peoples Life of Frankfort, 
Ind., which is celebrating its silver 
jubilee this year, started the year with 
real enthusiasm. January was dedi- 
cated to President E. O. Burget, it 
being his birthday month. Those who 
qualify this year will be taken ona 
vacation trip to Colorado and the 
Rocky Mountain national parks in the 
summer of 1933. 


xk * x 

The New York Life in analyzing its 
death claims for 1931 shows that out o 
15,908 lives concerned, 6,175 were mer- 
chants and their employes. There wert 
47 claims in which the amount of in 
surance ranged from $100,000 to $500; 
000 aggregating more than $7,000,000. 
These carried insurance in other com- 
panies aggregating over $10,000,000 
Double indemnity added over $3,167,697, 
payable in 779 cases. Automobile acc! 
dents headed the procession with 348. 
Of these 300 were operating or riding 
in machines. On each business day dur 
ing 1931 the New York Life paid to liv 
ing policyholders and beneficiaries am 





average of $751,000. 











a 





CLOUD DEPARTMENT MANAGER 


E. S. M. Cloud, formerly assistant 
manager of the Kakoyannis agency of 
the Prudential in New York City, has 
been made manager of the life depart- 
ment of McDaniel, Cloud & Maeser. 
The latter are now branch managers for 
the L. A. Cerf, Jr., agency of the Fidel- 
ity Mutual. 

* * * 
TWISTING CONVICTION REVERSED 


The conviction of C. A. Legg and 
H. B. Stapler for violation of the twist- 
ing section of the New York insurance 
law was reversed in a 3 to 2 decision by 
the appellate division of the supreme 
court. The defendants contended that 
the section does not apply to those not 
under the jurisdiction of the insurance 
department and that the alleged misrep- 
resentations were true. 

The majority opinion was that the rep- 
resentations were not material, and did 
not justify conviction. The dissenting 
judges, however, stated that the appel- 
lants misrepresented at least eight dis- 
tinct phases of the existing insurance, 
some of which were not important, while 
others were very important and material. 
The state will undoubtedly appeal. 

B. Maduro, counsel for the New 





York City Life Underwriters Associa- 


| AS SEEN FROM NEW YORK | 








tion, said the court did not touch on one 
of the most important points in the cast, 
the question of incomplete compariso?. 
Mr. Maduro also believes, although the 
court stated that misrepresentation must 
be for the purpose of inducing a policy 
holder to surrender present insurance, 
that any misrepresentation is a misde 
meanor and that only misleading repre 
sentations and incomplete comparisons 
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need be made to induce surrender % 
prove violation of the law. 
es 2 


BUSINESS IS IMPROVED 


Measurably better business has bee® 
reported in the life field in the New 
York City area since the beginning © 
the year. Many prospects who sa 
“See me after the first of the year, 4° 
coming through on their promises mut 
better than anyone expected them tc 
The beginning of the new year s@¥* 


people a chance to see how their Ow. 
nesses had weathered 1931. W ,* 
as they 


great many it was not so bad 
thought it was going to be. 
those cases where it turned out f0 
pretty bad, at least the feeling o = 
certainty has been dispelled. Most © 
those who last December were inns 
salary cuts have either received the : 
news and adjusted themselves to ar 
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duced income or they have not received 
pay reductions and are less apprehen- 
sive about the future. In general, the 
atmosphere of uncertainty which was 
keeping a number of good prospects 
from buying has been somewhat lifted, 
with a corresponding return of confi- 
dence. 


e ¢ @ 
PRIMA DONNAS CAUSE TROUBLE 
Agents of the “sub-prima-donna” 


type can be a very irritating factor in 
an agency, managers find. The most 
troublesome are those whose production 
is not in the class with the big produc- 
ers but who demand the same privi- 
leges. Sometimes they are men whose 
writings were fairly impressive before 
the stock crash but who have failed to 
make much of an effort to readjust their 
sales methods to changed conditions. 
Their attitude is a demoralizing influ- 
ence on any other agents who are sug- 
gestible to that sort of thing. The fact 
that they spend an undue amount of 
time in the office instead of seeing pros- 
pects makes them even more of a dis- 
ruptive factor. 
* * * 


FRANK PENNELL’S CREDO 


In his address at the general agents’ 
convention of the State Mutual Life, F. 
W. Pennell, general agent in New York 
City, gave a terse and vivid summing-up 
of his credo as a life insurance man. 
Answering the question, “Why the Life 








Insurance Business?’ Mr. Pennell said 
in part: 

“Because it permits me to hold my 
head in pride. It enables me to meet 
today the man that I sold years ago and 
find him progressively more friendly as 
the years have gone by than when first 
we met. Because the amount of com- 
missions that I earn is_ infinitesimal 
compared with the benefits bestowed on 
my client. Because my franchise as a 
life insurance man permits me to con- 
tact with people of my own selection in 
all walks and professions of life, from 
whom I can and do learn much. Be- 
cause there are no limitations on the 
goal which I can aspire to and reach if 
I have the ability, and because I can 
operate my own business, be my own 
man and never be told on a Saturday 
night that I need not report on Mon- 


ay. 

“Why the life insurance business? 
Because for years I have entertained an 
opinion, amounting almost to fanati- 
cism, that if those millions of Ameri- 
cans who comprise what are popularly 
known as ‘the common people’ were to 
put all of their savings into life insur- 
ance property—die, live or quit—they 
and their families would be better off, 
business panics and depressions would 
be fewer in number and less frequent 
in appearance, bread lines would be 
shorter and unemployment less, and 
this country would be an infinitely finer 
and happier nation in which to hold 
citizenship.” 








NEWS ABOUT 
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Policy Literature, Rate Books, etc. 
PRICE, $5.00 and $2.00 respectively. 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the “Unique Manual- 
Digest” and “‘Little Gem,” Published Annually in May and March respectively 











Disability 


Writes Contract on Medically Exam- 
ined, Regularly Employed, Pre- 
ferred Male Risks Under 50 


Capitol Restricts 








Effective Feb. 1 the Capitol Life of 
Denver quit writing income disability on 
less than $3,000 insurance and only on 
medically examined business, male risks 
not over 50, in preferred occupations and 
with regular earned income. The Capi- 
tol will not issue any form of disability 
benefits to married women, and only 
waiver of premium to single self-sup- 
porting women not over 45. Rates for 
waiver for women will be double those 
for men. 

Maximum limit for disability will not 
be changed except the Capitol will not 
participate in any case where insurance 
carried, together with that applied for, 
would provide income in excess of $500 
a month or more than 50 percent of 
earned income. No change is to be 
made in amount of income disability per 
$1,000, nor in rates. However, in 30 
days the company will announce 
changes in clauses. 





Peoria Life 


The Peoria Life is retaining old rates 
for income disability, but has changed 
provisions limiting income to a five- 
year period. This operates so that when 
Payments total $600 per $1,000, includ- 
ing all payments of monthly income 
made during any and all periods of 
disability, the company’s liability for in- 
come payments ceases. Aviation hazard 
iS not excluded. Four months’ dis- 
ability is considered permanent for the 
purpose of commencement of income and 
the retroactive period in case of delayed 
proof is six months. Disability must 
occur prior to age 60. Rates for women 
are the same as those for men. An ex- 
amination of past experience shows that 
a large percentage of those claims 
which run over five years bear evidence 
that they are questionable claims which 
the company cannot very well discon- 
tinue. The purpose of the five-year 
Period is to eliminate the incentive for 
fraudulent claims. 





Pension Bond Is Announced 





New Minnesota Mutual Form Meets 
Demand of the Day for In- 
vestment Features 





The Minnesota Mutual at its agency 
convention announced a pension bond, 
which may be issued with or without in- 
surance benefits. 

For illustration age 35 is used. At 
that age a deposit of $5,468.93 may be 
made in one sum or monthly deposits 
of $100 may be made for five years and 
one month, or $50 monthly deposits may 
be made for 11 years and four months 
or $26.36 may be made monthly for the 
life of the bond. At age 65, the pen- 
sioner may receive $18,160 or a guar- 
anteed income of $100 per month for 
ten years, surplus interest mean time 
and life income thereafter and $4,830 
cash. On this basis, the total for the 
guaranteed period and expected life 
thereafter is $22,530. 

Or the pensioner may take monthly 
income of $136.20 and guaranteed in- 
come for ten years, surplus interest 
meantime and life income thereafter, 
which over expected lifetime would 
amount to $24,107. 


Joint Life Income 


Or a joint lifetime income for self 
and beneficiary of $116.60 may be taken. 

Or the pensioner may discontinue de- 
posits at age 57, having cash then of 
$10,350, or monthly life income at 65 
of $114.90, or cash at 65 of $15,320. 

Or deposits may be discontinued at 
age 62, having cash then of $14,870 or 
an immediate monthly life income of 
$104.80. 

Or at any time after age 50 a propor- 
tionate immediate income may be taken 
or the income at 65 may be deferred, 
and a larger income taken later. 

In the event of death before maturity, 
deposits and 3% percent interest are 
paid. Extra deposits of $5 more may 
be made and will be accumulated at 3% 
percent interest. They are withdraw- 








Keep Faith 


The primary function of life insurance is 
to compensate a beneficiary for financial 
loss sustained at the death of the insured. 
This should be the foundation upon which 
every new sale rests, and, equally important 
in the midst of today’s hysteria, it should be 
the argument used to discourage the mort- 
gaging of protection already established. 


An insured’s FIRST OBLIGATION is to 
those who are dependent upon him, for it is 
undeniably true that death releases the father 
but binds the family. Underwriters who 
formed the short-sighted habit of selling 
cash values as a line of least resistance in 
getting business are today finding their tac- 
tics a boomerang in the shape of vanishing 
renewal income. This is the outcome of 
policy loans and the lapses which they in- 
evitably engender. 


When life insurance is again restored to its 
rightful place in the mind of the salesman, 
he will picture and sell it as protection 
against the ravages of life’s SUPREME 
EMERGENCIES—OLD AGE AND PRE- 
MATURE DEATH—rather than as a mere 
instrument to satisfy the demands of tem- 
porary embarrassment. 





AMERICAR 
CENTRAL 
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INSURANCE COMPANY 
Indianapolis 














The Dividing Line Between 
Selling 
Successful Selling 


The dividing line is development. 


The trained man finds it easier to sell larger 
policies, for a greater volume each year, to a 
higher type of buyer. 


The Jefferson Standard has a training course 
that prepares its representatives for greater 
successes in selling. 


We have desirable openings, all over our terri- 
tory, for ambitious men who are willing to pay 
the price of success in work. 


ah) 


@For information address: 
A. R. Perkins, Agency Manager 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE, President 


Greensboro, North Carolina 









Home Office 
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able with interest or may be added to 
the face amount in event of death. — 

Yearly dividends may be left at in- 
terest or be used to reduce deposits. 

For an extra deposit of $36.80 yearly 
or $3.19 monthly, $10,000 insurance and 
income disability will be issued in con- 
nection with the pension bond, At 
death, the beneficiary receives the face 
of - policy plus the premium deposit 
fund. 


Midwest Life 


The Midwest Life of Lincoln, Neb., has 
brought out a “gold standard” policy, 
providing protection to age 60 with 
double indemnity, waiver of premium 
and income disability features included 
as a part of the main contract and guar- 
anteeing to return all premiums to in- 
sured if living at 60. In lieu of receiv- 
ing this cash settlement insured may re- 
ceive guaranteed life income, 10 years 
certain, ranging from $6.32 to $6.85 
monthly per $1,000, the amount depend- 
ing on the total amount of premiums 
which have been paid. This contract is 
not issued for less than $2,500. 

The Midwest has revised its disability 
provisions so that in the case of men 
disability must occur prior to age 55, and 
for women prior to 50. There is also a 
six months’ waiting period. The old 


rates are continued. 
Rates for the “gold standard” policy 
per $1,000 are: 





California-Western States Life 


The California-Western States Life is 
writing accident and health benefits in 
connection with its retirement annuity 


policy on the basis of figuring each $100 
unit annual premium as $2,500 of life 
insurance, It states that the issuance 
of these benefits may be considered on 
a nonmedical basis for amounts up to 
and including those which can be issued 
with retirement annuities of amounts 
corresponding to nonmedical limit of 
$3,000. For amounts in excess thereof 
regular medical examination will be 
made. If an assured desires to add acci- 
dent and health benefits to an old policy 
it is not necessary that he apply for 
new insurance at the time he applies 
for such addition to his old policy. 


Northwestern Mutual 


The Northwestern Mutual now is is- 
suing a special retirement endowment at 
60, supplementing the special retirement 
endowment at 65, put on the market late 
in 1930. During 1931, $19,045,240 was 
issued on that plan, 5.09 percent of the 
company’s total, and in its first year the 
plan was surpassed only by ordinary life 
and convertible term in percentage of 
total business. 

Under these plans, $10 monthly in- 
come for each $1,000 face amount com- 
mences at ages 60 and 65, respectively, 
and cash endowment in lieu thereof is 
$1,493 and $1,355, respectively. Policy 
proceeds on these two bases are illus- 
trated under Options A, Band C. A new 
option D gives a desired fixed install- 
ment for a definite period for any given 
amount of policy proceeds. Rates for 


$10 per $1,000 per month are: 
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New Companies Are Promoted 





Nebraska Looms Up as One of the 
Chief Home Office States 
in West 





R. L. Thiesen, general agent North- 
western Mutual Life, spoke before the 
Lincoln Life Underwriters Association, 
pointing out the fact that seven legal 
reserve life companies had been organ- 
ized in Nebraska last year. He feels 
that there may be some danger in this 
promotional work. Nebraska, he said, 
last year licensed seven stock and 10 
mutual life companies with home offices 
in the state. In addition 95 legal reserve 
companies were admitted from other 
states along with 45 fraternal and as- 
sessment associations. In New York 
there are 19 home companies and 42 
outside companies doing business. There 
is one company for every 206,000 per- 
sons in New York, while in Nebraska 
the percentage is one for 11,300. 


Comparison With Other States 


Illinois has 33 home companies, the 
only state ranking above Nebraska. 
Iowa and Missouri have 17 each. Kan- 
sas has 15 and Colorado seven. Mr. 
Thiesen is not enthusiastic over making 
Lincoln the insurance center of the 
country. He criticized the laws of the 
state, saying that they make promo- 
tions too easy. After companies are or- 
ganized there is not sufficient latitude 
allowed the insurance department to 
properly supervise them. He said there 
should be an enlarged insurance depart- 
ment with sufficient money to employ 
efficient examiners. 

The Lincoln association invited other 
associations in Nebraska to be repre- 
sented at the special celebration of in- 
surance day Feb. 20. B. Hull, man- 
aging director National association, is 


Plan Detroit Sales Congress 





Big Event Set for March 17—Intensive 
Membership Drive Is Put 
Under Way 





DETROIT, Feb. 11—The Detroit 
Life Underwriters Association will hold 
a sales congress March 17. John A. 
Reynolds, president Detroit Life, was 
designated as general chairman of the 
sales congress committee, with John W. 
Yates, general agent Masaschusetts Mu- 
tual; F. Jean Little of the same agency 
and Claris Adams, executive vice-presi- 
dent American Life of Detroit. There 
will be two sessions of the congress, 
with a luncheon at noon. Plans are 
being laid to double the attendance at 
last year’s congress, when 200 regis- 
tered. 

The Detroit association has launched 
an intensive membership drive, with 
Vice-president F. . McMahan in 
charge. The fact that 837 attended the 
breakfast on Insurance Day gave rise to 
the plans for the drive. Membership 
is now 345, reaching its highest point 
under Hugh E. Vande Walker of the 
American Life, who has just retired as 
president. President T. F. O’Keefe, 
Mutual Benefit Life, feels that if 837 out 
of the 3,000 life agents in Detroit par- 
ticipated in an event like the insurance 
day drive, surely the membership could 
be raised to at least 800 this year. The 
directors have agreed to a new program 
whereby the annual dues of $6 may be 
paid at the rate of 50 cents per month, 
if new members so desire. 

ee 


Norfolk, Va.—Oliver Thurman, vice- 
president and superintendent of agencies 
Mutual Benefit, addressed the Norfolk- 
Portsmouth association. “In recent 
months the status of millions of people 
has been changed,” he said. “Cases 
readily come to mind of men who have 
lost out. It should most certainly be re- 





Entertainment Pledged 
for National Convention 


SAN FRANCISCO, Feb. 11.— 
Committees representing the San 
Francisco and East Bay Life 
Underwriters Associations met 
here last week to consider plans 
for the national convention here 
August 16-19 with Roger B. Hull, 
managing director. Arthur S. 
Holman, chairman finance com- 
mittee, presented Major Hull with 
pledges of the various general 
agents and managers, which will 
amply take care of the entertain- 
ment features of the convention. 











adjustment has given a new place and 
a sound start in life to a great host of 
younger men—men with big futures 
ahead of them, men who have prepared 
themselves for leadership in their re- 
spective industries, men upon whom the 
new era of business and prosperity will 


depend. The life underwriter who is in 
step will march along beside them.” 
* * * 
Cleveland—H. T. Wright, associate 


agency manager of the Equitable Life of 
New York in Chicago, will speak before 
the Cleveland association Feb. 12 on 
“Capitalizing Your Greatest Asset.” 

The northeast Ohio sales congress will 
be held in Cleveland March 12. Speakers 
will include A, W. Atwood, “Saturday 
Evening Post”; W. H. Beers, R. G. En- 
gelsman, R. B. Hull and Henry E. North, 
third vice-president Metropolitan Life. 

*x* * * 

Salt Lake City—J. H. Jefferies, agency 
secretary for the Penn Mutual, recently 
addressed the Utah Life Managers As- 
sociation and two days later the Utah 
Life Underwriters Association, both or- 
ganizations calling special meetings to 
hear him. W. M. Jones, Business Men's 
Assurance, who is president of the Utah 
Life Managers Association, presided at 
that meeting, and V. T. Smith, Lincoln 
National, presided at the meeting of the 
Utah association. 

*x* * * 

Warren, 0.—New officers are: Presi- 
dent R. N. Merwin, Mutual Life of New 
York; R. O. Pugh, vice-president; J. E. 
Guthrie, Lincoln National, secretary- 
treasurer. E. J. Boyd. president of the 
Second National Bank of Warren, gave 
a talk on the business and financial pros- 
pects for the year. He stressed the help 
that life insurance loans are giving the 
people in all directions. 


* * * 

Waukegan, Ill.—The Waukegan asso- 
ciation has been organized as a unit of 
the Illinois association. P. W. Kaiser, 
Northwestern Mutual Life, was elected 
president; John Ballentine, Equitable of 
New York, vice-president; Leonard 
Doolittle, Aetna Life, secretary; Elwyn 
Wightman, Connecticut General, treas- 
urer. Assisting in the organization were 
Cc. W. Weber, president Illinois Life 
Underwriters Association; N. Blanchard, 
first vice-president, and J. H. Wilson, 
chairman educational committee, and 
Walt Tower, secretary of the Chicago 
association. 

* * x 
. San Francisco—More than 750 gath- 
ered at the annual leading producers’ 
dinner of the San Francisco association 
Feb. 8, at which Roger B. Hull was the 
principal speaker. In a stirring address 
on the qualities of leadership he paid 
high tribute to the courage and tenacity 
of purpose of the honored producers, 
presenting them with a handsome parch- 
ment certificate and card on behalf of 
the San Francisco association. 
Gordon Thomson, vice-president West 
Coast Life, congratulated guests of honor 
on attaining leadership, particularly 
under conditions prevailing during the 
past year. He expressed welcome on 
behalf of his own company and others 
domiciled in California. J. H. Jefferies, 
agency secretary, Penn Mutual, spoke 
on “Scope of Life Insurance Oppor- 
tunity.” B. F. Shapro, president San 
Francisco association, presided. 

*x* * * 
Tulsa, Okla.—The Tulsa association 
has initiated a campaign to increase its 
membership. Last year it had 107 mem- 
bers, and it is expected that this can be 
increased to 150. 

x * * 
East Bay (Cal.)—Roger B. Hull was 
the principal speaker before a meeting 
of the East Bay (Oakland) association 








to be the chief speaker. 


membered, however, that this same re- 


Feb. 9. A record attendance greeted Mr. 


Hull who spoke on “The Road Back to 
Security—the American Plan.” From the 
San Francisco bay area he left for Ore- 
gon, appearing at Eugene and Portland 
this week. After visiting associations 
at the principal cities in the Pacific 
Northwest, he will go to Salt Lake City, 
then to Cheyenne and Denver. 
*x* * * 

Oklahoma—Frank M. Engle, special 
agent Phoenix Mutual Life at Tulsa, will 
be key speaker at the Oklahoma associa- 
tion’s meeting next Saturday at Okla- 
homa City. 

* * * 

Tacoma, Wash.—M. V. Christman, 
Northern Life, has been elected presi- 
dent of the Tacoma association, mem- 
bership of which now exceeds 100. Other 
officers are: Crompton Ogden, Equitable 
Life of New York, vice-president; M. E, 
Raishus, Metropolitan Life, second vice- 
president; Palmer Kennedy, Provident 
Mutual Life, secretary-treasurer. 


* * 

Columbus, 0.—The Columbus associa- 
tion is preparing for its annual sales 
congress March 3. Life insurance men 
from upwards of 40 counties have been 
invited to attend. Stanley K. Coffman, 
Connecticut Mutual, is chairman of the 
program committee. 


*x* * * 
Toronto—“No depression lasts out 
more than two pairs of pants,” said Paul 


E. Orr, Union Central Life, at a meeting 
of the Toronto association. His subject 
was “Carry On.” He emphasized the 
need for persistence in effort these days 


and gave instances of how it brought 
steady results. 
R. G. MecCuish, president of the Do- 


minion association, spoke briefly. C 
Lear White, Sun Life, was eulogized on 
his work as chairman of the Toronto 
association the past year. 

* * x 

Northern New Jersey—The strict su- 
pervision of life insurance companies by 
the insurance departments throughout 
the country, the table of mortality and 
the average interest on investments are 
three of the principal factors which have 
kept the life companies just a little 
ahead of the commercial and industrial 
corporations of this country, Frank L 
Jones, vice-president Equitable Life of 
New York, told the Northern New Jersey 
association at a luncheon meeting in 
Newark in his talk on “The Stabilizing 
Factors of ife Insurance.” He praised 
the bank and trust officials for their 
hearty cooperation with life under- 
writers. 

L. G. McDouall, associate trust officer 
of the Fidelity Union Trust Company 
of Newark, chairman of the life insur- 
ance committee of the trust division of 
the American Bankers Association, will 
be tendered a testimonial luncheon by 
the life underwriters of New Jersey 
Feb. 15 in Newark. The affair is spon- 
sored by the Northern New Jersey asso- 
ciation and promises to be one of the 
largest gatherings of life insurance men 
in Newark. 








News of Pacific | 
Coast States | 














Spokane Agency’s Convention 





Mutual Life of New York Men Under 
Manager P. L. Cochrane Hold 
Gathering 





F. W. Bland of San Francisco, Pacific 
Coast manager of the THe National 
UNDERWRITER, was one of the main speak- 
ers at the sales conference of the Mu- 
tual Life of New York at Spokane, 
Wash. 

P. L. Cochrane, the manager, was if 
charge. He succeeded W. H. Shields 
as manager about a year ago. Among 
the speakers were W. H. Talley, presi 
dent Spokane Life Underwriters Ass0- 
ciation; Agency Organizer R. H. Love- 
less of the Cochrane agency; E. W. Petti- 
bone, service representative; J. F. Pat- 
terson of Missoula, Mont., Gen. P. H. 
Weyrauch of Walla Walla, 
Referee George H. Anderson, and J. ™: 
Connell, Yakima. 


Yohner With Great Republic 
The Great Republic Life has ap 





pointed H. O. Yohner as general agent 
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at Stockton, Cal., succeeding Ralph E. 
Price, resigned. Mr. Yohner has been 
with the Sun Life of Canada for the past 
year and prior to that was local man- 
ager at Stockton for the Metropolitan 
Life for about 13 years. His life insur- 
ance experience covers 22 years. 


Time in U. S. Court Doesn’t 
Affect Contestable Period 


When an action on a life policy 
brought in a state court by the insured 
during the contestable period is trans- 
ferred to a federal court on petition of 
the insurer, and the federal court later 
denies jurisdiction and remands the 
cause to the state court after expiration 
of the contestable period, the insurer 
failed to contest the policy within the 
required time, the supreme court of Utah 
holds in Tracy Loan & Trust Co., Admr. 
vs. Mutual Life of New York et al. 

The insured had sought recovery of 
disability benefits in a state court. The 
cause was ordered removed to the fed- 
eral court on the ground that the amount 
in controversy was more than $3,000, in- 
cluding the face value of the policies and 
disability benefits for the insured’s ex- 
pectancy of life. When the insured later 
died, however, the amount in dispute 
was reduced to below $3,000 and the fed- 
eral court denied jurisdiction. This 
order was issued after the contestable 
period had elapsed. 

The supreme court held that an an- 
swer and counterclaim filed in the fed- 
eral court was without effect as to the 
initiation of a contest because filed in a 
court without jurisdiction of the cause. 
It was likewise held that the filing of 
the petition in the state court for re- 
moval to the federal court was not the 
initiation of a contest because this was 
not a general appearance or the equiva- 
lent of a general appearance in the state 
court. 


Oregon Mutual’s Figures 


At the annual meeting of the Oregon 
Mutual Life the report showed insur- 





ance in force $58,156,120, increase $139,- 
912, new business $7,062,165 surplus 
$791,875, increase $24,418, assets $11,- 
453,684, gain $1,011,624, death claims 
$289,839, mortality ratio 42.2 percent as 
compared with 51.6 the year before. It 
has voted to continue the 1931 dividend 
schedule and to adopt the existing in- 
terest rate of 4.8 percent on funds left 
with the company. It has not reduced 
its dividends in 25 years. It has in- 
creased them five times. It was stated 
that the company employs no part time 
agents. 


Jaeger Gives College Talk 


Practical life insurance salesmanship 
was demonstrated to the graduate 
school of business administration at 
Leland Stanford by W. W. Jaeger, vice- 
president and director of srancees for 
the Bankers Life of Des Moines, who 
gave a lecture. 


Hay to Oppose Fishback 


Bruce Hay, 
cific Mutual 
former Governor 
the Republican 
ance commissioner of 
against H. O. Fishback. 


general agent for the Pa- 
Life in Spokane, son of 
M. E. Hay, will seek 
nomination for insur- 
Washington 


Union States Club Elects 


H. D. Green, formerly with the Acacia 
Mutual Life in Portland, Ore., heads 
the newly formed agents’ club of the 
Union States Life of Portland. McKin- 
ley Carr and E. G. Watson are vice- 
presen C. E. Chenery, secretary; 
C. D. Drake, treasurer. 


Guardian Officials on Coast 


James A. McLain, vice-president Guar- 
dian Life and F. F. Weidenborner, su- 
perintendent of agencies, spent some 
time last week in San Frantisco with 
George Leisander, general agent there. 
Mr. McLain is returning direct to New 
York, while Mr. Wiedenborner will visit 





agencies in the Pacific northwest before 
returning to the home office. 
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Promotions in the Sun Life 


Wood Advanced to Managing Director, 
Mac Nutt to Vice-president; 
Others Are Elevated 





MONTREAL, Feb. 11.—President T. 
B. Macaulay of the Sun Life of Can- 
ada announces several promotions. A. 






















A. B. WOOD 


: vice- -president and chief actu- 
€comes vice-president and man- 





E. A. MacNutt, treas- 


urer, is now vice-president and treasurer. 
G. W. Bourke, assistant actuary, is ele- 
vated to actuary. J. J. Cooper, J. B. 
Mabon and C, D. Rutherford become 
associate actuaries. 

Mr. Wood has been with the Sun Life 
since 1893, when he joined the com- 
pany on his graduation from McGill 
University. In 1900 he was appointed 
assistant actuary, in 1908 chief actuary, 
and vice-president in 1923. He is a past 
president of the Actuarial Society of 
America and also of the Canadian Life 
Officers Association, a fellow of the In- 
stitute of Actuaries of Great Britain, 
Actuarial Society of America and Amer- 
ican Institute of Actuaries. 

Mr. MacNutt joined the company in 
1904, after an extensive banking experi- 
ence, and in 1906 was appointed treas- 
urer. Mr. Bourke is a graduate of Mc- 
Gill University, and joined the company 
in 1919. He is a fellow of the Institute 
of Actuaries. Messrs. Cooper, Mabon 
and Rutherford have been assistant ac- 
tuaries for some time. 


Pearsall Field Superintendent 


Arthur H. Pearsall has been appointed 
field superintendent of the Old Line Life 
of America, Milwaukee. Mr. Pearsall 
has had long experience in field work. 
He was formerly with the Kansas City 
agency of the Aetna Life. 


United Fidelity Changes Disability 


Disability changes have been made by 
the United Fidelity Life of Dallas, effec- 
tive Feb. 1. Income is reduced to $5 
per $1,000 per month at the old rates. 
Waiver of premium benefit remains the 
same at the same rates. 





TAKE OUR 
WORD FOR IT 


Our Annual Statement for 1931 was released 
on January 19th, but the February Insur- 


ance Journals wouldn’t wait for the 





Revelation— 


So, if you want to know more about a Life 
Company with only One Farm on its hands, a com- 


Insurance 
pany that held its own during 1930 and ’31, and increased its 
Assets, 


Reserves and Insurance in Force— 


If you want to become better acquainted with a Company whose 
Financial Set-up is its strongest endorsement of conservative 
management, and its best advertisement of future trusteeship 


Write, today, for your copy of the Statement, and send us yours 
if you believe that The Ohio State Life, with its fifty-seven 
Life forms, is the company that will best serve your require- 
ments and your friends’ needs— 


Tell it all in your first letter, and don’t forget to ask for your copies of 


“As Far as George Could Go” and “Talk About Territory” 


booklets. 


THE OHIO STATE LIFE INSURANCE COMPANY 
Columbus, Ohio 


HEALTH ACCIDENT 





LIFE 




















Montreal 


Head Office: 
SIXTY-ONE YEARS of SERVICE 


to an ever-increasing number of 
satisfied Policyholders, during 
which time every obligation has 
been fully and promptly met. 








SUN LIFE 


ASSURANCE COMPANY 
of CANADA 


Head Office: Montreal 
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CALIFORNIA 
————— 
Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 


CONSULTING ACTUARIES 





114 Sansome Street “x om Sve 
ILLINOIS 


——" 
DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7898 


CHICAGO, ILL. 














L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 












J. Charles Seitz, F.A.1.A. 
CONSULTING ACTUARY 


Asther “A item and Kommntiye fer a Lite 
Beurance Company 
Attention to 
Legal Reserve, Fraternal and Assessment Busineso— 
Pensions 


228 WN 
Pheae Frankiia 6559 








INDIANA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 
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HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 
MISSOURI 





ALEXANDER C. GOOD 
Consulting Actuary 
807 Paul Brown ~~ ee St. Louis 
an 
800 Securities Building, Kansas City 
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MILES M. DAWSON & SON 


CONSULTING ACTUARIES 
606 Fifth Avenue New York City 
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Insurance. 
125 pages. 
Price $1. 
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No presumption of error—The Wis- 
consin supreme court in Egger vs. 
Northwestern Mutual passes on a case 
where the assured had been absent. G. 
H. Egger was the husband. In 1921, a 
few days after leaving, his wife received 
a letter from him stating he was never 
coming back and was going to London. 
Since then he has not been heard from. 
Evidence was submitted to show that he 
was dead. The court says that under 
the circumstances no presumption of 
death arises. The manner of and the 
circumstances under which he left 
makes it doubtful whether his family 
would have heard from him even if he 
were alive. Where the circumstances 
are not ambiguous and there is no way 
to account for the absent one not hav- 
ing been heard of, then the presumption 
is of death. Where the circumstances 
of his leaving are ambiguous and cast 
doubt upon the probability of his com- 
municating with his family even though 
he be able, then it is for the jury to 
say whether under the circumstances 
he would naturally communicate with 
his family, relatives or friends if he 
were alive. The judgement was affirmed. 


Butcher is cotally “disabled.—A dispute 
over the application of the total dis- 
ability clause arose in the case of Pan- 
none vs. John Hancock Mutual which 
the Rhode Island superior court takes 
up. The plaintiff claimed to be totally 
disabled from Sept. 10, 1929 to March 
1, 1930. He was a butcher and was 
proprietor of his own shop. It wags 
necessary for him to handle frozen 
meats and to go in and out of a refrig- 
erating box where the meat was kept. 
In so doing he contracted -chilblains 
which so affected his hands that they 
swelled and became useless. The ques- 
tion arises as to the construction of the 
term “total disability.” The company 
claimed that the clause is intended to 
provide protection to a policyholder and 


Digest of the Latest Life 
Court Decisions 


to keep him from want in the event he 
is rendered helpless in earning a liveli- 
hood. The assured declares that the 
clause should not be literally construed 
as meaning absolute helplessness but 
that the “total disability” contemplated 
means inability to do substantially all 
of the material acts necessary for the 
prosecution of his business or occupa- 
tion in his usual manner. The court 
held that the assured has sustained the 
burden of proof and is entitled to re- 
cover. The evidence showed that while 
the policyholder did visit occasionally 
his place of business and did sign checks 
and do small acts, yet he was totally 
disabled from taking any part in the 
necessary part of the meat business. 
* * * 

Tubercular condition withheld, com- 
pany not liable—The New York su- 
preme court Bronx county, trial term 
Part I, dismissed the complaint of Jen- 
kins vs. John Hancock Mutual. The 
plaintiff recovered a verdict on his wife 
who died of pulmonary tuberculosis 
July 27, 1929. The policy was issued 
April 11, 1929, a little over three months 
before her death. According to the tes- 
timony of Dr. Lang, it appears that he 
treated the deceased in March and April 
of that year and he reported her case 
to the department of health, April 4. 
The court held that if such information 
had been disclosed to the company it is 
quite obvious that it would never have 
entered into this contract. 

* * x 


Syphilis is curable—In Phillips vs. 
Louisiana State Life, the Alabama su- 
preme court decides a case where false 
representations are charged. The Louisi- 
ana State, claimed that the insured 
within two’ years previous had been suf- 
fering from syphilis, a disease that 
materially increased the risk. Dr. Ward 
admitted that it was a curable disease 
and that a large percentage were cured. 





The insured had syphilis a few months 
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HOTELS 


MAYFAIR 


8th and St. Charles 
Club-like luxury in the midst of 
business, theatre and shoppin “| 
districts. Superbly appoinre 
rooms. Dining room and coffee 
shop. Garage service. rooms 
with bath $3.00 up. 


LENNOX 


9th and Washington 
St. Louis’ F peweert fine hotel and the 








‘ rooms 
with tub and shower in every 
toom $3.00 up. 


KINGS-WAY BBs 


West Pine and Kingshighway 
Opposite beautiful Forest Park. » 
minutes from downtown. 
homelike accommodations for s 


after the policy was issued. The c 
pany declared that it was but an 
crop of the first attack and not a 
case. The court held that it is a 
able disease. The evidence in the 
tends to show that the first attack 
cured and the second was a new 


and contracted after the policy was js. 


sued, 
x * * 


Statute of limitations applies— 
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The 


South Dakota supreme court has ruled 


that the statute of limitations app 


lies, 


despite the fact that the claimant under 
a life policy. contended that she had no 
knowledge of the existence of the policy 
until after the six year period for bring. 


ing action had expired. This was 
decision in Schanzenbach vs. 
Life. 
until nearly 


of the insured. 


Get “Forty Unusual Plans for Selling 


Life Insurance.” by J. Stanley Edwa) 
from The National Underwriter. $2.5 
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Selling 
lwards, 
— Warren V. Woody unit of the 
Embry agency of the Equitable 
Life of New York at Kansas City, Mo., 
led all units of the company in 1931. 
This is the first time in the history of 
the agency that one of its units even 
Shas led the central division. Such a 
record in the worst year of America’s 
financial history wasn’t achieved by 
chance. Since he became unit mana- 
ger less than seven years ago, Mr. 
Woody has been building an unusual 
organization on sound principles of 
group development. 


Two Basic Problems 
in Agency Development 


The 


A. M. 


This development has two basic 
problems: (1) Keeping up the esprit de 
corps of the old organization, and (2) 
developing new men. 

Mr. Woody’s first job after leaving 
the University of Kansas, where he had 
played football, was as coach of the 
Sterling College (Kansas) football 
team. The first year his team won 
half the games it played; the second 
year it won all of them and the state 
championship. This remarkable foot- 
ball record for a small school was 
largely the result of Mr. Woody’s dis- 
' covery that his team could play cham- 
, ' pionship games if interest in doing 
something for the other fellow was de- 
veloped in each individual player. What 
resulted was teamwork. Otherwise there 
wasn't any. 

_This discovery he took with him into 
life insurance, and it has been one of 
the cardinal principles in his develop- 
ment of men and an organization. 








Maintaining Morale 
of Old Organization 


Maintaining the morale of the old or- 
ganization, the first problem in the de- 
velopment of an agency or unit lies 
rst of all in keeping members acting, 
thinking, feeling as a unit, Mr. Woody 
lound—getting them to think of the 
other fellow and his problems. When 
an old man starts slipping, Mr. Woody 
nas him do a turn for one of his 
brother agents. He will do more for 
someone else than he will for himself. 
Mr. Woody’s men long have wanted 
to build for him the largest Equitable 
unit in the U nited States. While they 
Were succeeding in doing that, they dis- 
Covered that they were making a lot 
of money for themselves. If an agent 
feels “low,” another agent goes out to 
help him write a case. If he needs 
the money, the agent turns over the 
whole commission to him. 

_ Everything is done as a unit. Every 
iorning there is a meeting at which 
each agent can spill his troubles. Spe- 
cific cases and points, problems and 
“uestions, are discussed in open meet- 
2 The men’s sympathies and im- 
pale €s are in this way welded together. 
n addition there are monthly lunch- 
Cons and sales campaigns play an im- 
; portant part in welding individual 
agents in a harmonious group. 

- “The whole problem,” as Mr. Woody 
ees it, “is one of getting the organi- 
ge paced right, getting the men into 
1¢ kind of rhythm that gathers mo- 











Teamwork Makes Woody Unit at 
Kansas City Production Leader of 
Equitable of New York in 1931 


mentum as it advances—like a Notre 
Dame football team.” 

In the big November campaign 
staged by the agency, the unit is cut 
up into groups, with a good writer at 
the head of each. There is no extra 
compensation, it’s all in the spirit of 
fun. But it makes a game out of the 
campaign, and production very defi- 
nitely reflects intensified enthusiasm. 

Once in a while the unit secures a 
man who doesn’t “fit” with the rest of 
the men, and who cannot be assimi- 
lated. Such men are not kept. New 
men are discussed by members of the 
unit in open meeting, and Mr. Woody 
takes their remarks into consideration 
when hiring new men. If a man has 
any objection to anything, he makes 
it and clears his system immediately. 
Consequently, the unit is free from 
cliques, resentment and the spirit of dis- 
satisfaction that so quickly reflects in 


production. Everybody joins in the 
discussions. If they do not, they are 
called upon. None of the agents ever 
locks his desk. 


Regularity Insisted on 
for All New Agents 


The first requisite of Mr. Woody's 
system of training new men is that the 
agent must be just “as regular as hell” 
his first year in the business. While 
attending school for three days, the new 
man lists 100 names, and on each of 
the next three days he tries to call and 
see ten people on this list. 

He is not yet selling life insurance, 
but merely is learning where the pros- 
pect buys it, and whether or not he 
has any with the Equitable. When the 
agent is done with this part of his work, 
the unit manager knows something 
about the man’s prospects, but more 
about the agent. Then follows joint 
work with the unit manager. A rec- 
ord of yesterday's work and tomor- 
row’s plans is required of each agent, 
as well as his taking all Equitable edu- 
cational courses available. 

“If it ought to be done, it must be 
done,” and it is done. This is the man- 
ner in which Mr. Woody brings about 
the use by his men of all the material, 





ideas and suggestions the Equitable de- 
velops for the use of its agents. Too 
often agents and managers are inclined 
to let the doing of what ought to be 
done take care of itself. Mr. Woody's 
practice not only has helped in the de- 
velopment oi new men, but also in the 
development of old men. 


Frank With New Man About 
Difficulties of Business 


Mr. Woody is very frank with a new 
agent about the difficulty of the busi- 
ness into which he is just entering. He 
shows his confidence in every agent he 
hires, but he does not fall into the 
mistake of painting a rosy picture and 
having the man find it rather black, 
and then blaming him for it. By in- 
sisting that it is a hard business, he 
calls forth the agent’s mettle. 

The new man must be kept busy on 
things that count or he will go to seed 
before his time. He must learn to eval- 
uate a day’s work. More failures oc- 
cur in the life insurance business from 
this inability to judge what and when 
a thing should be done than from lack 
of knowing how to do it. If a new 
man is kept busy intelligently for one 
year, he either has learned how to sell 
life insurance and to sell it in the right 


way, or he shouldn't have been in the 
business in the first place. 

Because he felt it so much himself 
when he first started selling, Mr. 
Woody makes every effort to eliminate 
what he terms sales “buck fever.” He 
tries to lead the new man up to pro- 
ductive selling, not by turning him 
loose with a rate book, but by teaching 


him the basic principle of life insurance 
—the arrangement and meaning of life 
insurance to the customer. He believes 
every new agent should interview an 
enthusiastic policyholder before he 
starts selling, for when he gets the 
genuine customer's view point, he is on 
the highroad to life insurance success. 


Hires One a Month, 
Expects Half to Stick 


Mr. Woody hires one man a month, 
estimating that by the end of the year 
he will have six good ones. A pro- 
gram of this sort is essential if he is 
to take care of failures and promotions, 
and still keep good agents in his unit. 
With six the force is kept increasing 


gradually. 

By personal observation and through 
he 
to 


men he 
the time 


knows of several 
months before 


agents 


wants hire 














Throw out the “D”’; 


Kick out the “*E”’; 


And then push out the “I”’; 
Now change them just a little bit and watch Depression “‘DIE.” 


—Courtesy Massachusetts Mutual 


“Radiator.” 








Wife Tells How to Keep 
Agent Husband on Toes 








Advice to wives of agents was given 
by Mrs. G. R. Harris, whose husband is 
assistant manager of the Rochester, N. 
Y., district of the Colonial Life of Jer- 
sey City, in a talk at a banquet of the 
agents and wives in that district 

“If you want your husband to be suc- 
cessful, you must place absolute con- 
fidence in him,” she said. “You must 
trust him in everything. You must co- 
operate with him and encourage him in 
his work. When his pay is not quite 
up to scratch, just tell him, ‘Well, you 
can better next week,’ and after 
while he will be living up to your expec- 
tations every week. The more interest 
you take in your husband's future, the 
more successful he will be, and the 
greater happiness there will be in your 
home. Don't complain because he has 
to make night calls, and if you know of 
anybody you think might be a prospect, 


do 


just you give him the tip and let him 
go and get the application.” 

comes to hire them Men he selects 
are leaders in the fields they happen to 
be working in when he finds them. He 
waits then until conditions ere right. 
This has done much to prevent turn- 
over and failures. Mr. Woody has been 
able to “guess” correctly on a prespec- 
tive agent 50 percent of the time, be- 
cause he has eliminated most of the 
guess work before ever he tries to hire 
him. There is only one factor which 
cannot be determined before a man is 
hired, and that is his ambition—‘How 


much is he willing to pay for success?” 
Chere is always one very good pro- 
ducer out of the 12 hired during a year 


and five average producers. This ratio 
has repeated itself time after time dur 
ing his unit managership. 
Has Built Up His 

Organization Since 1926 

Mr. Woody, who had been with the 
Equitable less than a year when he was 
appointed unit manager, started with 
two part-time agents in April, 1926, to 


build up his record-breaking organiza- 
tion From April, 1926, to January, 
1927, the unit produced $375,000 of busi- 
ness. In 1927 it paid for $1,651,776; in 
1928, $2,712,058; 1929, $5,004,049; 1930, 
$5,137,349, and in 1931, the hardest year 
of them all, $5,671,967. In 1931 the 


unit had grown to a force of 36 full time 
and ten part-time agents. 

In 1931, 16 members of the 
club memberships, producing 
or more of business, and the 
production for 46 men was $123,304. 
For the past three years the average 
case for the unit has been over $6,000, 
and for the same period the unit has 
obtained more than $1,000,000 of busi- 
ness from new organization men with 
the company less than a year. 

The unit has produced four district 
managers. One paid for $330,000 for 
Mr. Woody his second. year in the busi- 
another $250,000 in his third; 


unit made 
$150,000 
average 


ness; one 
$256,000 his first year, and the fourth 
$150,000 his second year. W. A, Em- 


now assistant manager of the sal- 
savings department of the Equita- 
the home office, was one of his 
Mr. Embry produced $103,000 his 


bry, 
ary 
ble at 
men. 
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first year in the field, when he was 
working as a part-time agent finishing 


college. ; 
An unusual incident reveals how Mr. 


Woody constantly is seeking to help 
his men and the kind of work mem- 
bers of the unit do for him and for 


themselves. A Kansas City newspaper 
some months ago published pictures of 


about 400 of the city’s most promi- 
nent men. Mr. Woody had the names 
of these checked for business and posi- 


tion, and gave ten of them with in- 
formation to each agent in the unit. He 
had the home “office write a personal 
letter to each prospect, and announced 
that within a month’s time he wanted 
a report on every name. 

Several weeks later, on a nasty, rainy 
day, he asked for reports. A number 
of the prospects had not been called 
on and there were no results whatso- 
ever. Mr. Woody gave the men a 
severe lecture about not having seen 
the prospects, not having sold at least 
one or two of them, not having done 
very much at all about the matter. 
There were a lot of alibis, but two of 
the agents took the verbal thumping 
pretty seriously and went out immedi- 
ately into the inclement weather. 

They called on two of the prospects, 
only to find both out. They had one 
left to see. He lived way out south, 
and they stood in a doorway, wet and 
dripping, debating whether or not to 
go see him. Finally one of them said: 
“Well, let’s go anyway, at least we'll 
able to report a clean slate tomor- 
morning.” 
went. That morning they sold 
$100,000 of ordinary life in- 
surance, and since then have sold him 
an additional $250,000. Mr. Woody is 
very definite in demanding of his men 
that they finish a job they once under- 
take. In the present case, the last name 
on the list of ten to see paid big divi- 
cends on all ten names. 

Mr. Woody, in conclusion, eats, drinks 
and sleeps his job 24 hours a day. 

“The only trouble I ever have had 
with Warren Woody,’ Manager A. M. 
Embry said, “is in trying to get him 
to take the recreation necessary to 
maintain the pace he sets himself. At 
times I am forced to drive him off the 
job personally.” 


Radical Steps to Curtail 
Borrowing Being Agitated 


(CONTINUED FROM PAGE 1) ; 


be 
row 

They 
the man 


to assets will not continue to increase, 
there is the danger that it will not ma- 
terially be reduced. 

They say that in the past the tendency 
has been for the policy loan ratio to rise 
in depressions and then stay at that 
level after the depression. The propor- 
tion is now in the neighborhood of 
20 percent. In subsequent depressions 
executives of this conviction feel the 
proportion may rise to as high as 30 or 
even 40 percent. Then the structure of 


life insurance companies would be 
greatly changed. They would have lit- 
tle latitude for investment and they 





would be virtually in the banking busi- 
ness, with few of the inherent, organic 
safety features of life insurance left. 

Accordingly, executives who take this 
pessimistic view are advocating drastic 
methods to discourage policy loans. 
One suggestion has been that during the 
first ten years of a policy, borrowings 
be limited to 50 percent of the reserve. 
When a loan is made, 50 percent of the 
reserve, according to this proposal, 
would be paid in cash and the remaining 
50 percent would be used to buy paid up 
insurance. Then, if subsequently the 
policyholder desired to borrow during 
the first ten years on the paid up insur- 
ance, the process would be repeated; 
that is, he would receive 50 percent in 
cash and the other 50 percent would be 
used to buy paid up insurance. 


“Qne-Track” Convention Is 
Held by Minnesota Mutual 


(CONTINUED FROM PAGE 1) 


successful man has to choose a place 
for his accumulation. He can know he 
will be successful if he always will have 
enough money on hand to grasp oppor- 
tunities as they develop; to carry on his 
program in case of sickness; to have his 
program completed before he wears out 
and to survive long enough to enjoy 
it and to leave an estate when he dies. 

& We 

The prize example of the effectiveness 
of the plan is J. V. Hines and his 
agency of the Minnesota Mutual at 
Sacramento. At the end of May, 1931, 
before the plan was launched, Mr. Hines 
had one agent and $350,000 insurance in 
force, $270,000 having been placed in 
the five months. Mr. Hines, however, 
took up the plan enthusiastically and at 
the end of the year he had seven full 
time men, three of whom qualified for 
the convention and the agency had 
$1,400,000 of business. 

Mr. Cummings warned against adopt- 
ing parts of the plan, which appeal to 
the individual. It must be accepted and 
followed in whole cloth, he said. Using 
it in part is comparable to attempting 
to play a piano without the keyboard. 

Demonstrations of getting the ap- 
pointment and delivering the presenta- 
tion were given during the sessions by 
Earl C. Smart, F. R. Bergman, P. B. 
Ford, P. Frank Jenkins, H. E. Rickard. 


Phases Are Discussed 





Hines Is Example 


Various phases of the plan were dis- 
cussed in the program by supervisors 
and members of the field force. R. 
Cox, superintendent on the west coast, 
said that the organized sales plan was 
successful beyond expectations. He 
urged each individual agent to organize 
himself as a corporation, setting up a 
program and laying out a system for 
execution of the program. He should 
have a budget and know how many 
sales talks, etc., to make in order to 
take care of the budget. 

Incidentally Mr. Cox gave some ideas 
on prospecting. He said that a list of 
persons buying jewelry on installment 
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constitutes a fine prospect roll. The 
agent should cultivate the jeweler. In 
California, the agent has access to the 
bureau of vital statistics, where names, 
ages, occupation of father, age of for- 
mer children may be obtained. Pros- 
pects may be selected there and used 
as a reserve list. 

C. Lowe, manager of southern 
agencies, advocated use of the personal 
observation method of prospecting. He 
said the agent should keep prospect- 
minded every minute of the day. Call- 
ing at an office, for instance, he should 
ask the information girl for the name 
a certain man sitting at his desk. 


of 
He should observe people at his club, 
church, bridge parties, etc. 


How to Prospect 


In getting names during an interview, 
Mr. Lowe said that the agent .should 
specify the kind of man he is looking 
for and give some thought provoking 
ideas. He told of an interview with a 
citrus farmer who was hard up and all 
of such farmers were in the same plight. 
Instead of asking merely for some man 
who mght be interested in insurance, 
Mr. Lowé inquired the names of gov- 
ernment men who had visited the farmer 
for inspections, etc. He got several. 

Claude Tucker of Topeka said that 
now the best prospects are state em- 
ployes. In Kansas a list of employes, 
giving names and salaries is published 
each year. Also Mr. Tucker said he 
concentrates on postoffice employes and 
has more insureds among that group 
than any other agent in Topeka. 

Bland Speer of Aumesville, Ore., ad- 
vocated use of the local publication, 
“Who's Who.” 

A. Howard Blanton, superintendent 
of agencies, said there is nothing new 
in the selling plan, that its principles 
were extracted from the methods used 
by leaders in the Minnesota Mutual and 
accordingly the argument that it is not 
practicable for old timers is not valid. 


Gives Practical Demonstration 


F. L. Keenan, superintendent mid- 
western agencies, gave a practical illus- 
tration of prospecting. He said that 
he had obtained the names of a num- 
ber of people employed in the hotel, 
the:r ages and salaries. 

Evan J. Evans, superintendent east- 
ern agencies, said that by owning in- 
surance, those whose estates have been 
greatly depleted in the falling market 
can restore their estates by one stroke 
of the pen. He said that many who 
have lost money will be eager to regain 
their estate through the same source in 
which they met their fall. It is all right 
to be a self investor, he declared, if the 
individual can save and put away regu- 
larly as he would in buying insurance; 
if he can invest as wisely as can an in- 
surance company; and if he can assure 
himself that he will live to normal ex- 
pectancy. If not, he should invest as 
an accumulator. 

J. Grady Brown of the Sam R. Weems 
general agency at Dallas, who was con- 
vention vice-president, Mr. Weems be- 
ing convention president, said that he 
has obtained many prospects by cul- 





tivating salesmen of electric refrigera. 
tors and getting from them the names 
of purchasers, who are buying on ip. 
stallments. He gets the names of per. 
sons whose monthly payments will 
cease in one or two months. He also 
gets from automobile finance companies 
the names of those who pay promptly 
and those whose payments are expiring 
shortly. He said there should be no 
embarrassment in making appointments; 
the agent should have poise and conf. 
dence because he is out to do the pros. 
pect a favor. 

Mr. Brown says he uses the method 
of asking the prospect whether he cap 
save $1 a day or if he can begin to do 
so in two months. If the answer js 
no, Mr. Brown picks up his hat and 
tells the prospect that he has a won- 
derful proposition for him when he can 
save that amount. He urged salesmen 
to utilize their time in the field. [| 
the prospect is out, a call should be 
made next door, for instance. 

N. F. Winter Presides 


N. F. Winter, president of the Ran- 
dall club, which is based on conserva- 
ton, was the chairman of the third day 
session. Mr. Winter is a son-in-law of 
A. O. Eliason, the home office general 
agent, and is attached to the Eliason 
agency. Mrs. Winter attended the con- 
vention as did Mrs. Eliason. 

At the final session, a new policy 
known as the pension bond was an- 
nounced for sale to those especially 
over age 35. It is analyzed in another 
column. 

Among the final speakers were D. 0 
Johnson, J. Arthur Williams, who con- 
ducts the Minneapolis branch of the 
Eliason agency; J. J. Holmes, general 
agent at Great Falls, Mont., and E. W 
Randall, chairman of the board, who 
also opened the meeting. 

Tuesday the convention party at- 
attended the Mardi Gras in New Or 
leans and then the supervisors together 
with Mr. Cummings, A. Harmer 
agency sccretary, and Executive Vice- 
President O. J. Lacy went back to the 
Edgewater Gulf hotel for a three day 
conference. 


Ryrie Assistant Actuary 


been appointed 


George Ryrie has 
North Amer- 


assistant actuary of the 
ican Life of Toronto. 





Missouri State’s Disability Action 


The Missouri State expects to announce 
before long a new form of disability 
benefit. Effective Feb. 15, a temporary 
increase of 50 percent is being made it 
rates for income benefit and changes are 


made in underwriting rules. No incom 
disability will be written on_ policies 
under $2,000, nor on non-medical cases 
women, male applicants over 50, term 
or modified life forms; farmers, army 


and navy officers, unskilled workers, o 
men in business for selves unless proo 
is shown of substantial business and 
steady income. The company hopes t 
limit the solicitation of disability in 
come coverage to persons receiving 4 





represented. 














SERVICE LIFE 
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Exceedingly liberal contracts are 
offered to reputable and responsi- 
ble agents. An unusual agency 
proposition is extended in districts 
where the company is not now 


For information write 
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